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. . « A fine shoe like the Banister shoe is never sponsored 
in baste nor produced by chance. Anyone with money can buy 
the best leather and machinery. Only ninety years of experi- 
ence and conscientious development from one generation to an- 
other can give you a shoe like the Banister shoe. Like the 
shoes themselves, the Banister reputation was not “created” 
over night, but is the result of word of mouth advertising that 
began almost a century ago . . . This, then should be wel 
come news. Banister will continue to make Banister shoes under 
Banister supervision and up to Banister standards from now 
on at South Weymouth, Massachusetts. The management feels 
most fortunate in announcing such a change, because literally 
for three hundred years, the famous South Shore district of 
Massachusetts bas been the scene of more fine shoe making 
and the bome of more skilled shoe craftsmen than any other 
part of the country . . . Also, Banister in stock service will 
be continued for the convenience of merchants, and the Banister 
policy of prompt shipments, sound styling and generous deal- 
ing will be maintained to provide fair profits on this distin- 
guished Tine. 


PAPeee esses esse essssssssssssss sss sesesesesessseses 
JAMES A. BANISTER COMPANY 


SOUTH WEYMOUTH, MASSACHUSETTS 





When writing advertisers please mention Boot and Shoe Recorder 
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ELEBRATING their Golden 

Anniversary, Mr. and Mrs. 
John Slater were host and hostess 
at a reception, June 25th, at the 
Slater home on West End Avenue, 
New York City. Two hundred 
family friends called during the 
evening, following an all-day cele- 
bration and the flowers sent trans- 


formed the home into a conserva- 
tory. Purposely, Mr. Slater kept 
it a strictly family affair for if it 
had been made an opportunity for 
the trade to pay its respects, the 
Astor ballroom would not have 
been adequate. 

Aiding in the celebration were 
J. Harold Slater, a son and J. 
Thomas Slater, a grandson, Mrs. 
Linus Keating, the former Miss 
Marion Slater, a daughter, and four 
grandchildren, Jane, Ruth, John, 
and Mary. 

The romance of a happy life con- 
tinues and the trade herewith ten- 
der its best wishes and salutations 
and looks forward to an oppor- 
tunity to extend its national con- 
gratulations at the seventy-fifth. 

* * * 


ILLIAM A. JULIAN, chair- 


man of the board of directors 
of the Julian & Kokenge Company, 








Columbus, Ohio, who was named 
treasurer of the United States 
about ten months ago, will have to 
choose by September Ist whether 
he wants to continue in the office of 
treasurer of the United States or if 
he wants the job of Democratic 
National Committeeman from 
Ohio. According to a recent order 
of Secretary of the Treasury Mor- 
genthau, he will have to select the 
job he wants. Mr. Julian has been 
prominent in Democratic politics 
for years. «#* #* «# 


AVID JORNAYNAZ of Dicker- 
son Avenue, Detroit, wrote in 
the Detroit News—commenting on 
a recent report on shoe fitting be- 





fore the American Medical Asso- 
ciation: 

“Barbers have to pass an exami- 
nation to prove their fitness to cut 
hair, but a shoe clerk without 
proper training can sell you a pair 
of shoes which can give more dis- 
comfort and expense than a poor 
hair cut. 

“T have bought a number of pair 
of shoes which apparently fit when 
I bought them, but later had to be 
discarded because they were too 
short or too narrow, or else were 
not the type of shoe for my foot.” 
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W. GAGE, famous in that 

¢ generation when the travel- 

ing man was the man of the indus- 

try, and known far and wide as 
“Gagey” writes: 


“My memory goes back to the 
big salesmen of my old days and I 
find that most of them died broke. 
The shoemaker may become a fore- 
man, the foreman a superintendent, 
and then factory owner. The shoe 
clerk may become a floor worker, 
manager, and shoe store owner; 
but the traveling man is always a 
traveling man until he dies broke. 
Well, there are some satisfactions 
in avoiding the fear of being kid- 
naped for $100,000 ransom. 

“Here I am living the happiest 
days of my life, with no worries, 
no aches, no pains, and having 
everything I could wish for. I 
can’t get about as lively as I would 
like to but that is to be expected 
at 79. I have so many blessings 
that I am very thankful for the 
long life to enjoy them. 

“The RECORDER keeps me posted 
on shoes and Stanley Mathers (who 
lives in Montclair) and Billy 
Usher (coming from Orange) keep 
me up with the gossip of the shoe 
boys. Come out and see me some 
























































time at 7 Highmont Terrace, Mont- 
clair, N. J. 

“What a kick I’d get out of go- 
ing to the Boston Shoe Travelers’ 
outing. They tell me the New 
York Shoe Travelers are going to 
restore their famous ‘get-together.’ 
Maybe after all the cycle of the 
traveling man is coming again.” 


* * * 


LEVELAND SHOE RETAIL- 
ERS ASSOCIATION heard 
Howard Whipple Green, na- 
tionally-known statistician and pio- 
neer in real property surveys, give 
an intimate picture of the changing 
purchasing powers of the city. 
Aided by a large map on which 
the 192 shoe retailers were spotted, 
he pointed out the conditions which 
neighborhood stores had consider 
in their operations. Through a 
chart breaking down the city into 
tracts, he outlined the sections as 
to nativity, rental averages, move- 
ments, occupations and other fac- 
tors which would influence a busi- 
ness. He even went so far as to 
point out specific cases where stores 
had failed due to the fact that the 
territory served had changed from 
a home district to an apartment 
section and the store had failed to 
keep pace. 





retail 


HARLES T. COHEN, 

shoe merchant of Midway, Ky., 

in a talk before the local Parent- 
Teachers Association, said: 

“T do not desire to be understood 


posing as a doctor. Nor do I 
possess a diploma on paper of any 
kind. However, I do possess a 
diploma from the school of long 
experience. I have been selling 
and fitting shoes since the age of 
seventeen. Since that time I have 
sold and fitted more than a hun- 
dred thousand pairs of shoes to both 
adults and children. From the 
knowledge I have gained from that 
long experience, I can safely state 
that 90 per cent of all foot trouble 
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DOWN WITH 
THE DOPESTER 





— "I'd be perfectly happy," exclaimed my 
friend Zilch, “if it wasn't for the bloomin' 
economists and statisticians whose pessi- 
mistic prophecies scare me blue. 


—"I've just got back from a trip around 
the circuit," he continued, "and | found 
factories and stores doing a land-office 
business. 


—"'Several manufacturers of quality shoes 
told me they were meeting with no price 
resistance whatsoever. 


—"Retail stores and department stores 
were all selling shoes—and lots of them 
—at fair prices. 


—''But,"" concluded Zilch mournfully, 
“when | returned home and read the 
latest dope sheets from Wall Street and 
Washington | felt as though | had been 
dreaming all the good things | really 
saw." 


—I sometimes feel that if we could shelve 
our dopesters for a period of at least 
six months, that by that time we would 
be so far removed from the danger line 
that all the doleful dirges and scary 
statistics would make no impression 
whatsoever upon our jittery nerves. 


y AS ere a 


President. 








after you are matured, comes from 
improperly fitted, poorly con- 


' structed and short shoes in child- 


hood—of which short shoes cause 
the greater part. 

“Growing feet should be fitted 
with all the weight on neither foot 
and a finger thickness allowed be- 
tween the end of the toes and the 
end of the shoes and not laced 
together. If a shoe laces together 
it will later become too large and 
will slip backward and forward 
and cause unnecessary friction; and 
that will produce perspiration, 
which is very hard to eliminate if 
neglected. 

“There are more than thirty mil- 
lions of this country’s population 
in growing foot age, 70 per cent 
of them being misfitted. Abraham 
Lincoln once said: ‘How can I 
think when my feet hurt.’ There 
are more marred features of frowns 
and wrinkles caused by ill-fitting 
shoes than any other causes. They 








July 7, 1934 





do effect the entire body. No sales- 
man should be permitted to fit 
growing feet without a recommen- 
dation; also to demonstrate same 
before he is employed and to be 
held responsible for all misfits sold 
and the invoice cost of the shoes de- 
ducted from his pay envelope each 
week. There should be a compe- 
tent shoe fitter in every shoe store 
throughout this country to instruct 
his entire force in the correct fit- 
ting of shoes and socks for grow- 
ing feet.” 


* * * 


OSEPH E. RAYNE of H. & M. 

Rayne, Ltd., London, is on one 
of his periodic trips to America. 
He is president of the Shoe Manu- 
facturers Association and an im- 
portant factor in the field of 
fashionable footwear for women. 
He is pleasantly surprised to see 
so much progress being made to- 
ward recovery in America, which 
he claims is very evident to an out- 
side observer. Perhaps the best 
index of it is the return to quality 
in footwear. 


* * * 


NEW family of Golden 
Fleece toys is making a first 
appearance on Enchanted Island at 
Chicago’s Century of Progress. 
These toys in the Golden Fleece 





Toy Shop are the product of Win- 
chester Toy Co., a division of A. C. 
Lawrence Leather Company. 

Soft, golden in color and cud- 
dly, the toys are made of lambskin 
and are termed “The Toys of a 
Century.” Sandy is the scotty 
modeled after a real scotty. Frosty 
is an eskimo with a leather face 
representing the coloring of real 
eskimos. Frosty has a voice. 
Chubby is a teddy bear with mov- 
able arms and legs. Snooky, a 
lamb, is a newcomer in the stuffed 
toy field. Tum Tum, a bunny, sits 
on his haunches like a real bunny. 

Why not sell them in_ shoe 
stores? 
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4 OHN SCHWARZ, shce merchant 
of Cincinnati, rated a reception 
and dinner in his honor, June 27th, 
by the Walnut Hills Merchants’ 
Association. 

Schwarz has been in the retail 
shoe business on Walnut Hills for 
fifty years. His store is located at 
756 E. McMillan Street. When he 
started in business shoes did not 
come in individual boxes by the 
pair as they do now, but in a 
large box containing a dozen or 
‘so pairs with one shoe hanging out- 
side to show the type of shoe. 
Many men, especially, had their 
shoes made to order then by shoe- 
makers and usually were more in- 
terested in whether the shoe was 
made of good quality leather and 
would wear a long time than they 
were in style. Boots were in style 
then for both men and boys. 

Schwarz’s store is one of the 
largest and handsomest on Walnut 
Hills and he has always enjoyed 
a very largé patronage. 

The reception was held at the 
Alms Hotel and besides the mem- 
bers of the Walnut Hills Mer- 
chants’ Association and friends who 
attended, members of the Cincin- 
nati Shoe Men’s Association were 
present to offer congratulations to 


Mr. Schwarz. 


* * * 


417~ LEVER FOOTWORK” is the 
title of the article in Col- 
lier’s June 30th issue, and the two- 
page story does much to encourage 
proper appreciation of the care of 
the feet. 
Thanx to Collier’s. 


* * * 


Fis A. LIVERS, general 
manager for Frank Brothers, 
New York, says: 

“June and July are the big 
months for women’s white shoes. 
Why is it that the latter part of 
May and the early part of June 
‘see so many clearance sales on this 
increasingly important item?” 

He answers his own question: 
“There is no willful cooperation 
among retailers, and unless a mir- 
acle happens there never will be. 
What is the answer under these 
circumstances? Codification. A 
fixed date should be set—say July 
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4th—before which clearance sales 
on white shoes would be prohib- 
ited. Codes have made retailers 
get together on many things here- 
tofore not thought possible. Why 
could not codification be made in- 
strumental in the formation of a 


National Clearance-Date Plan, 
which for obvious reasons, would 
be most beneficial and profitable 
to all concerned?” 





ETAILERS in England don’t 

have to worry about closing 
hours, for Parliament has decreed 
that shops may not stay open past 
8 o’clock except Saturday, when the 
closing hour is 9 p. m. 

Any group ef shopkeepers may, 
by a two-thirds vote, appeal to the 
Local Authority (does that sound 
familiar?) for permission to close 
earlier—but in no case earlier than 
7 p.m. On the other hand every 
store must close at 1 o’clock on one 
selected day each week. 

There are no statutory maximum 
hours for adult employees, but 
Heaven protects the working girl 
or boy under 18 years of age. For 
them a strict limit of 74 hours a 
week, including meal times, must 
not be exceeded. Seventy-four, 
count ’em! Nobody can accuse the 






British of being skimpy on work 
hours! 


Even the meal times are under 
rules, too. There must be a “din- 
ner interval” (lunch time, to you) 
of three-quarters of an hour if the 
employee eats “in” or one hour if 
he eats “out.” Nor can this dinner 
interval be entirely earlier than 
11:30 a. m. or later than 2:30 p. m. 


Furthermore, he must take a “tea 
interval” of half an hour some- 
where between 4 p. m. and 7 p. m. 
Parliament says so! In fact, no 
employee may work more than six 
hours without a meal interval of at 
least twenty minutes. 

As to how they shall be occu- 
pied Parliament sayeth not, but the 
law insists that “seats be provided 
for female assistants (one to every 
three assistant) behind the coun- 
ter or in other suitable positions.” 

All of which sounds jolly well 
like an NRA code, but over there it 
is called the “Shops Act.” 


* * * 


ps in a driving hailstorm, 
Raleigh Lee, president of the 
Nisley Shoe Company, who is 
known far and wide as a golfer, 
won the championship of the senior 
golfers in Columbus and Central 
Ohio. Mr. Lee last year won the 
senior championship of North 
America and also for the United 
States at two tournaments and also 
contested in the British Senior 
championsip tournament . 
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Salesman:—'"'Go ahead. Steer him in, Joe. He's a perfect prospect.” 








Two hundred and fifty cancellation shoe shops! This 
is the approximate number of stores of this type located 
within the New York metropolitan area alone. Ninety 
per cent of these are considered by the New York Retail 
Code Authority to be wilfully misleading the public in 


one way or another, either by misbranding sock linings — 


or cartons, mispricing soles or indulging in misleading 
sign wording. Names of nationally known brands of 
shoes are “pirated” verbatim, or so closely approxi- 
mated in spelling as to confuse and hoodwink the inno- 
cent consumer. 

Careless or downright malicious practices of the can- 
cellation shops have been on the increase in recent 
years, and this wave of misrepresentation should be of 
vital interest to honest retailers who have to carry the 
extra burden of unfair competition. 

How does the Code Authority enter the picture? 

What weapons are being used to stem these fraudu- 
lent practices? 

What degree of success has the Authority achieved 
in its recent efforts to control and correct the situation? 

The Retail Code Authority’s entry into this particular 
“war” is a natural result of the inauguration of the 
NRA and its dealing with unfair business practices. 
The principal interests of the Code Authority are to see 
that the public is not being cheated and that the retailer 
is protected against unethical competition. 


| T is interesting to note that some of the very first 
cases handled by the Compliance Department had to do 
with these cancellation shops. The first complaint was 
received from a customer of a shop which had pirated 
a nationally known tradename. The case was placed 
in the hands of one of the Authority’s shoppers for 
investigation and resulted in the merchant being 
brought to account soon afterward. 

Strange as it may seem, the Authority’s principal 
weapon is not coercive in the strictest sense of the word, 
but rather one of moral suasion—though, if necessary, 
the Authority has recourse to the legal power vested in 
it by President Roosevelt’s recent order. The success 
of the Authority’s method of dealing in this regard is 
evidenced by the fact that out of some thirty cases 
handled, there has been but one relapse—and after the 
second “talking to,” this party also complied. 

When the Authority receives a complaint, which may 
come from a manufacturer, from a retailer who feels 
the effect of the competition or from a consumer (50 
per cent of the complaints received are from this latter 
source), it first satisfies itself that the specific condi- 
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Slipshod Practices of the Old-Time Sample 
cated Garb — New York Retail 
: On Cancellation 


THOMAS J. 
DONOVAN 


Assistant to the Chair- 
man of the New York 
Retail Code Authority. 
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Shoe Store Reappear in More Sophisti- 
Code Authority's Part in the War 
Shoe Shops 


"We are here to serve the 40,000 retailers of Greater 
New York," says Mr. Donovan. "Prominent among these 
are shoe retailers. To these | pledge all of the co- 
operation and support that our facilities afford. We 
are equipped with a highly trained force of operators, 
we have a wealth of -information available, we have 
investigators and buyers who look into complaints and 
a Compliance Department able to secure compliance or 
enforce it. | urge those retailers in the shoe trade, 
whose business is being injured by the unfair, malicious 
and misleading practices of cancellation shops, to avail 
themselves of the protection offered by the Retail Code 
Authority of the City of New York." 


TH 














tion is a violation of the Retail Code, and secondly, de- 
termines whether the condition alleged by the complaint 
really exists. 

The Authority has at its command scouts who “shop” 
the stores on receiving complaints, and in this way 
determine to their full satisfaction the state of existing 
conditions. A written statement to the effect that the 
violation will be discontinued immediately is sometimes 
obtained to assure compliance, though past violators 
are systematically “checked up” from time to. time. 

To all first-offense violators the same approach is 
made. The offender is called in and an attempt is made 
to adjust the matter in an informal and friendly man- 
ner. It is pointed out in what way he has violated the 
Retail Code and how such procedure must be altered to 
comply with its provisions. If the provisions are not 
then adhered to, the Authority resorts to stricter meth- 
ods, but, as has been pointed out before, this has not 
been necessary in the large majority of cases. 

The question has been asked whether the makers of 
nationally known brands of shoes who have been hurt 
by cancellation shops afford the Authority any coopera- 
tion. The Authority’s answer is “Yes.” 

[TURN TO PAGE 38, PLEASE] 


. 
Cancellation Shop 


By 
JOHN MEKEEL 


GROVER A. WHALEN, 
Chairman, New York Retail Code Authority 


250 Cancellation Shops is the approximate number of this type 
of shoe stores located within the New York metropolitan area. 


90% of these are practicing misrepresentation in one form or 
— ‘oe. to the belief of the Retail Code Authority of 
ew York. 


Offenses, some or all of which are said to be practiced by a 
majority of these shops, include: 


(1) Misbranding and mispricing on soles, stock linings and cartons. 
(2) Pirating or illegally approximating nationally and locally known 
trade names, 

(3) Faulty and trick promotion in window displays, sign wording 
and advertising copy. 
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School and 
College 









By 
RUTH HARRINGTON 
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The bread-and-butter stocking of 
the school girls’ wardrobe is the 
medium-weight stocking she can 
wear with all her campus clothes. 





THE school and college girl has most of her vacation 
till gayly before her, but it’s none too soon for stores 
io think about her return to “the hard school bench.” 
August 15 means the beginning of a new season. The 
school girl is one of the first candidates for new Fall 
shoes and new Fall stockings. This is the time to get 
her interest with a stock especially keyed to her special 
needs and to attract her attention with window and 
counter displays stressing a school hosiery wardrobe. 

The backbone of such a wardrobe will be a good 
medium-weight stocking which will stand the strain of 
much walking, much bicycling and rather indifferent 
care, and still not look too heavy and too practical! 

As a western store buyer has pointed out, one of the 
chief features to consider is the heel. The reinforce- 
ment must be sufficiently high in the back to keep it 
well above the top of the low-heeled walking shoe, the 
usual choice for campus wear. A stocking heel always 
has the tendency to slip further down in a low-heeled 


The sketch suggests the typicai 
campus costume at the Eastern 
girls’ colleges—Bandana “around 
the head, cardiganssweater but- 
toned up the back (believe it or 
not!) wool skirt, socks, and low- 
iheeled white saddle oxfords worn 
all the year around. 


A stocking wardrobe promotion for the 
school or college girl would include:— 


"Bread - and - butter" medium - sheer 
stockings for campus wear, in which might 
be shown special length or specially pro- 


portioned stockings. shoe than with a high-heeled last and if the reinforce- 
gp cae gy ment does not provide for this, the stocking will wear 
' 
page). : out at this point. 


2 or 3 thread ringless stockings for If the size of your stock warrants it, there is promo- 


week-ends and parties—and she likes’ : . : * —— 
Pa i ean eg tional value in the specially proportioned stockings. 


. ; I. Miller, for instance, are successfully promoting to the 
Novelties for that extra pair sale, : : : " : 
which might be one or two of the young trade in their retail shops a stocking designed 
£ ; . ° . oy 
following: Crepe weave or mesh for the small woman. Made in sizes 71% and 8, it is 
stockings. (They go well with sport ‘ A > 
clothes). also shorter in length and narrower in width than the 
or heels (Young things like average stocking. A number of manufacturers are now 

em}. 


; ; offering a stocking of this character. There are, on the 
Knee-length stockings. (For evening, “ a 
lounging and ocasional day wear). other hand, plenty of school and college girls with good 
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Girls Are First 
Customers For 
Fall Hosiery 


husky legs! For them the stocking with the two-way 
stretch top has its strong selling points. Not only is it 
more comfortable to wear, but its extra elasticity gives 
the active young person extra wear, because it absorbs 
the strain put upon a stocking by bending and twisting. 
Once this stocking is introduced, it is likely to sell on 
repeat orders. 

While it is usually bad business to promote a stocking 
color “that goes with everything,” probably colors for 
this particular trade are an exception to the rule. The 
school and college girl is notoriously casual about her 
campus clothes and very little can be done about it! 
Fine distinctions in fashion for class wear mean little 
in her young life. Show her one good, all-around 
shade and you will probably fill all her requirements. 

With her week-end clothes, it’s quite another story. 
Here is where fashion is very important. In a two- 
thread or three-thread stocking for afternoon or eve- 
ning wear, the new colors are well worth intensive 
merchandising. Even such an extreme as the ringless 
stocking in sheer black or dark brown will fit into this 
part of the picture! 

Anklets mean business to stores with a collegiate 
clientele. In many colleges, particularly the eastern 
ones, light clothes and socks are worn well on into 
November, usually with bare legs, sometimes with 
stockings in addition. A hardy Vassar graduate of 1934 
told us the other day that she wore bare legs and 
anklets all the year around! 


If you haven’t made a feature of anklets, it is cer- 
tainly worth trying out in connection with early Fall 
school and college promotions. A short time will tell 
whether ‘it will take or not. A buyer of a Fifth Avenue 
shoe store stocking department told us recently that 
selling socks is different from promoting other novelty 
ideas in hosiery. A customer can be intrigued into try- 
ing out a new mesh, for instance. But she either wears 
socks or she doesn’t wear socks. If she does, she will 

[TURN TO PAGE 38, PLEASE] 












The College Girl Has Her Own Ideas 
About Clothes 


At many colleges, light clothes are worn until Thanks- 
giving. 

With these light things, many students wear socks 
and go bare-legged. The sock fad is growing. A Vassar 
girl tells us she wore anklets without stockings all last 
Winter! 


Later in the season, sweaters, skirts and low-heeled 
sports oxfords are the girls' college uniforms. The 
co-eds in the Western universities go in for the more 
formal sports clothes and spectator shoes. 


At the Eastern girls’ colleges (Smith, Wellesley, etc.) 
flat heeled white shoes with black or brown saddle trim- 
ming are worn all the year around. 


Light woolen stockings are a possibility for school 
wear this year, with the Smithsonian Institution predicting 
another cold Winter and with so many woolens in the 
costume picture. This, however, is something to watch, 
not to indorse as yet. Novelty meshes and the crepe 
stocking weaves which look so well with woolens have 
a more assured chance of success. They were worn 


last year and will be worn again. One or two special 
novelty items enliven the staples in early promotions 
to this school and college group and help make an 
extra pair sale in addition to regular business. 








This photograph shows "Cob-web" by Phoenix, with the suede 
finish and crepe-twist that gives extra durability as well as 
special sheerness. 













































From top to bottom: English type 

lisle with verticle stripes and clock- 

ing. The Tudor Stripe (silk). "“Cheq- 

uers" (silk). The 6 x 3 lisle. French- 

weight, horizontally-striped isle. 
The Fair Isle [lisle). 


MENS NOVELTY 
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HOSE for a 


* In what manner will the male adorn his 
(y) ankles during Fall, 1934? With a liberal 

assortment of hosiery unprecedented in its 

variation of weaves and smart new patterns, 
the man is going to be a bit more “cocky,” if you 
please. He will step out in hose which has a decided 
French or English influence; will sport many novel 
and clever designs which are just radical enough to 
suit his present temperament. 

Manufacturers, laying much stress upon pattern, have 
brought distinctly individual numbers into the lime- 
light—appending such significant, appropriate and ap- 
pealing names as: tudor stripe, game feather, chequers, 
gun club, hound’s tooth. The promotional possibili- 
ties of such nomenclature is evident. 

Clocks continue to be the best individual type for 
Fall, but they are being shown in brighter colors and 
sharper contrasts and on a much greater variety of 
grounds. 

Designs see mto hit both extremes, that is, they are 
either of generous proportions, as in the Argylls— 
large diamonds and checks; or they are minute, as in 
the Spitalfield type. Although some people think that 
large checks will not come in very strong with the 
tweed patterns in Fall suits (feeling that a plainer sock 
will be worn with this type clothing), the larger 
majority of manufacturers think that they will be as 
strong, if not stronger than ever. There is not much 
doubt that the Argylls will prove real popular, and 
they are prominently displayed in all price lines. There 
are medium size Argylls in soft, blended effects for 
wear with town clothing, and large bold Argylls in 
bright, contrasting colors for country and sports wear. 
Popular fabrics in suitings, as the Gun Club checks 
and Hound’s Tooth designs, have been cleverly re- 
produced in knitted fabrics. 

Lisles are going to be stronger than they have been 
for some time, and are “banked upon” as being far 
ahead of the silks and rayons for the approaching sea- 
son. A large number of these lisles have a silk or 
celanese underlay, giving more strength and durability 
to the sock. 

Wools, also, are making themselves noticeable. This, 
in part, is due to their rather unusual success last sea- 
son because of early severe weather. The 6 x 3 wools 
(and lisles too) are fast becoming staples in the con- 
servative colors; 6 x 3 lisles, hand embroidered in two 


Hosiery by courtesy of Interwoven, Roman 
Stripe and Westminster. 
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From top to bottom: English 
checked lisle (design in celanese). 


SMARTER fab An Ary The Shp 
, her M it 
FALL SEASON 7  cenirating cle.” 


er a A 
thats a LAT nduspeoh mayen rom ae 


POE HS one's § coiaapokt ora OO ath we 

colors, and numerous other 6 x 3 lisle lines, both fre «pom wy radon enka cee a 

plain and plaited, are expected to sell in volume. et mice aceite connec 
The French and English influences ate bound to fivecent. natn 


make themselves felt to a large degree in men’s Fall CE ERGOT on commer art eee Re 
hose styles, and of course, the former is the more novel te Waar ars parecesment ee “ 
in domestic material. The artful imitation of French v8 bon watt esi  l 
weaves on the superior American machinery will give SURE i vine én ceaatyies ee ge ct 


the imports no small amount of competition. The 
English influence is seen in the wide range of neat all- 
over and checked effects made on special looms. 

A careful study has been made of the color picture, 
and it is seen that blacks, navies, browns and grays will 
be volume sellers. Colors like maroon and green, which 
do not sell in volume, appear only in relatively small 
number of patterns. Maroon is stronger than green, 
however. 

Stripes, both vertical and cross-wise, are liberally 
shown in many variations, types of hose, and in all 
price groups. The horizontally striped hose, with and 
without contrasting clocks, especially the lisles, will re- 
ceive the indorsement of well-dressed men. 

In the lowest price brackets, plaited effects in arti- 
ficial silk predominate, though in this grade there is 
also an ample number of patterns in plaited lisles. 

In the two for $1 bracket, the merchant has the bene- 
fit of a wide choice of outstandingly new and smart 
socks. Some patterns and types in this price group 
which should prove tremendously popular are: the 
game feather marls—sure sellers for the man with 
tweed clothing; the Fair Isle—one of the real high- 
lights of the Fall season lisles; the crochet—a medium 
weight lisle and a distinct novelty; and the shepherd’s 
check—another lisle of medium weight which is suit- 
able for both town and country wear. 

Though prices remain about the same as last sea- 
son, the 75c retailers are fading out of the picture 
somewhat, leaving the 50c and $1 retailers as the two 

[TURN TO PAGE 38, PLEASE] 


In the Stressing of Pattern, the Style 
World Sees a More Varied Array of 
Designs and Weaves in Men's Autumn 


Hose than Ever Before 















































































EXHIBITORS AT HOTEL STATLER 


A 
Rooms 
American Oak Leather Co., Boston, Mass..............-.. 724 
Air-O-Pedic Shoe Co., Brockton, Mass. 422 
Ansin Shoe Mfg. Co., ” Athol, Mass., and Monarch Shoe Co., 
IN no) ao Sr a See Gicnet eions one we 8 ~ 
Ault-Williamson Shoe Co., Auburn, Me................... 
PAO THUS IO A REBOD, «5 fos oo 5c 5s caps so snst deena $58 
Arrow Products Co., Watertown, Mass.................... 678 
Artisan Shoe Corp., Rochester, N. Y..................-.-- 535 
Astor Shoe a Co. Inc., 2-8 Astor Pl., New York ee: 612 
Arnold Bros. ‘No. ‘Abington, Mass. 568 
Ascutney Shoe _ Windsor, Vt. Fee et pa ca cis 796 
Athletic Shoe Co., "Chicago, eee We SOW ae ees 770 
Allied Novelty Shoe Co., Springvale, ice a: a 
B 
Badger Gloye & Mitten Co., Milwaukee, Wis. ........... 728 
Bates Shoe Co., Webster, Mass.......................... — 
B-W Footwear Co., Inc., Worcester, Mass.................. 722 
Barr & Bloomfield Shoe Co., Lynn, Mass. . 765-767 
Best Shoe Co., Boston, Mass. . 664-666 
Bleecker Shoe Co., Inc., New York, N. Y SRA oman eee 701-703 
Bloom Bros., Minnea; IEE te NE a yk ha ig o's is 816 
Blum Shoe Mfg, Co., Dansville, N. Y............... W517 
Boot & Shoe Recorder Publishing Co, New York, N. Y. Parlor E 
Brams Shoe Co., Haverhill, Mass. ....................... 511 
Brown Co., Portland, | Soe AS RR eee) ee ee Parlor F 
Bona Allen, Inc., New Zork, N. Y.... Re na ae 438 
George E. Belcher Co., Stoughton, Mass................ 569-571 
Bridgewater Workers Co- -operative Association, Inc., Bridge- 
water, Mass. .. ee are. | 
Boston Quality Shoe Co., Roxbury, RD let ae) 778 
Burlington County Shoe Co, Mount Holly, N. J........... 727 
Bell-Craft Slipper Corp., New = i ae W704 
RSODMOL SUOG UO, MIMI URED... ooo c eclecccaeceseesves 756 
Brockton Boot & Shoe Co., Brockton, Mass........... 424 
Bond Shoe Co., New York, N. Y....................... 630-632 
Bradds, Inc., Haverhill, Mass............................ 441 
N. Brezner & Co., Boston, Mass..........................- 644 
Brown Co., Portland, Me. Parlor F 
C 
Chelmsford Shoe Co., Lowell, Mass.. ip deh ene aa. wius x 
C. W. Conaway Winter Co., Boston, a reenel 695 
B. A. Corbin & Son Co., Boston, ON ae aera, 500-502 
Craddock Terry Co, Lynchburg, WM. Fo ants ; .. 622 
Consolidated National Shoe Corp., Boston, Mass... ; — 
B, E. Cole Co., Norway, Me.................... .. 906-508 
Clayman Shoe Co., MOOT TOEROE, 6.5553 cobs nce «550 > 0 « ED 
Chas. Cushman Co., Auburn, Me................. 504 
Crescent Shoe Co., Keene, it ee . 609 


Continental Shoe Corp., Haverhill, ie, osc. . 501 


Conrad Shoe Co., North Abington, Mass......... 563-564 
Champion Shoe Mfg. Corp., New York, N. Y.. 23 676 
Comfort Sandal Mfg. Co., Long Island City, |, ae 686-688 
Comfort Slipper Co., Inc., Long Island City, N. Y. 534 
—— Shoe Machinery Corp., Boston, Mass... W514-W516-W518 
Jas. T. Corcoran Shoe Co., Fitchburg, Ne eee 405 
G. P. Crafts Co., Manchester, te ae Pe 410 
Curtis Shoe Co., Inc., Marlboro, Mass... .. . 406 
Commonwealth Shoe & Leather Co., Whitman, Mass....... 408 
Clinton Shoe Co., Haverhill, Mass................. 700-702 
A. Cooper & Co., New York, N. Y................. me 

Clark Shoe Co., Auburn, Me....................... 690-692 
Cristy Vita-Flex Shoe Corp., Worcester, Mass........ .... 446 
Davis Alberts Co., Inc., 99 Chauncy St., Boston, Mass....... 587 
Devolder Bros. Shoe Co., Newport, N. H.. BAL Balitac. emerge 545 
Dainty Maid Shoe Co., Haverhill, MMOD Tics Pa csc choco . 1592 
“Diamond Shoe Co., New York, N. Y.................. 412-414 
W. L. Douglas Shoe Co., Brockton, Mass............... 423-425 

D 
Dunbar Pattern Co., Brockton, Mass...................... 444 


Dartmouth Shoe Co., Boston, Mass........................ 661 
Devine & Yungel Shoe Mfg. Co., Harrisburg, Pa........... 513 


WHO'S WHO 





1934 
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GOLF TOURNAMENT PLANS 


wit an unusually large list of shoe and leather 
golfers already entered, the coming New England 
Shoe and Leather Golf Association tournament, to be 
held at the Charles River Country Club, Newton 
Center, Monday, July 9th—the opening day of the 
Boston Shoe and Leather Fair—promises to be one of 
the best events of this kind held in recent years. 

Headed by William H. Larkin, president, the com- 
mittee have been exceedingly active, and the tourna- 
ment promises to attract many visitors at the Boston 
Fair, to be held at the Statler Hotel, Boston. The various 
committees working under Mr. Larkin, as general chair- 
man, include: 


HOSPITALITY COMMITTEE—Everit B. Terhune. 

TOURNAMENT COMMITTEE—A. D. Knight, J. G. Brown. 

FINANCIAL COMMITTEE—Lester Packard, Jack Adams, Lyman 
Gutterson. 

COMMITTEE ON PRIZES—Frank Donovan, Gordon Scott, Jack 
Murphy. 


Members of the trade desiring to participate in the 
tournament are requested to send their entries direct to 
Mr. Larkin at the Charles River Country Club. 





Rooms 
Dolly Footwear Corp., New York, N. Y.................-- W615 
Dunn & McCarthy, Inc., Auburn, N. Y........ W614-W616-W618 
Dyer & Hall, Inc., Auburn, Me........... 00500... 0200003 601-603 
E 
Eton Shoe Co., Inc., New York, N. Y.................---. 734 
Edmar Footwear Corp., Brooklyn, N. Y................... 614 
Eagle Shoe Mfg. Co., Inc., Everett, Mass.................. 439 
Chas. A. Eaton Co., Brockton, Mass...................... 440 
F. S, Elam Shoe Co., Inc., Rochester, N. Y................ 754 
John Emerson Shoe Corp, Rochester, N. H.............-.. 514 
F 
Farmington Shoe Co., Dover, N. H....... Basie anaes 413 
Federal Shoe Co., Lowell, Mass.......................... 997 
Git GMOS RM IL, ok eases bien eee desees ows 757 
Fitchburg Shoe Co., Fitchburg, Mass..................... 560 
Five-Star Shoe Co., Inc., Long Island City, N. Y........... 674 
Arthur Fisher Shoe Co., Inc., North Eastern, Mass......... 419 
Fenway Shoe Co., Auburn, Me........................-5- 659 
Friendly Shoe Co., Milford, Mass....................... 580 
J. Friedson Shoe Co., Boston, Mass....................-.. 672 
Freeman Novelty Shoe Co., Inc., Framingham, Mass... . .738-740 
Feifer Bros., Inc., New York, N. Y................... ey 
A. Freedman & Sons, Inc., Brockton, Mass............ ... 448 
G 
Gaffney-Sulkis Shoe Co., Boston, Mass.................... 682 
Graton & Knight Co., Worcester, Mass.................... 402 
Grand Slipper Co., Passaic, N. J....................22055 510 
Galle Sime 605 SA Na 8 woe icc ccc ea deens W706 
Granite Shoe Co., Haverhill, Mass........................ 760 
Leo Gordon Shoe Co., New York, N. Y................... — 
Gotham Shoe Co., New York, N. Y....................... 636 
M. D. Garner, Hotel Martinique, New York, N. Y......... W609 
Green-Bell Shoe Co., Haverhill, Mass................... 531 
Gale Shoe Mfg. Co., Manchester, N. H............... 763-64-66 
E. J. Givren Shoe Co., Rockland, Mass.................... 41} 
S. Goldberg & Co., Inc., Hackensack, N. J................. 759 
H C. Godman Co., Columbus, Ohio....................... 434 
Goodwill Shoe Co., Holliston, Mass...................... 426 
Goldberg Bros., Inc., Haverhill, Mass..................... 572 
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AT THE BOSTON FAIR 





Official List of Exhibitors 
and Where to Find Them 





H 
Rooms 

Halpern Shoe Mfg. Co., Haverhill, Mass................ . 509 
Hanf, Blackey Shoe Co., Derry, N. H................... . 520 
Hartman Shoe Mfg. Co., Haverhill, Mass............... 574-576 
Hood Rubber Products Co., Watertown, Mass. 566 
Headway Shoe Corp., Webster, Mass................... 669-71 
Heiser & Linn, New York, N. Y.......................... 668 
Hill Bros. Co., Hudson, Mass............................ 409 
Hirshberg Shoe Co., New York, N. Y. ................... 876 
Vincent Horwitz Co., Inc., New York, N. Y................ 433 
F. M. Hoyt Shoe Corp., Manchester, N. H................. 404 
Hub Shoe Co., Boston, Mass.........................0.-.. 662 
Hoge-Montgomery Co., Frankfort, Ky..................... 656 
Herbert Holtz Shoe Co., Haverhill, Mass................ . 559 
Harvard Shoe Co., Boston, Mass...................... . 677 
Holmes, Terhune Co., Boston, Mass....................... 589 
Hubbard Shoe Co., Rochester, N. H. ................. .. 853 
Hy-Style Shoe Co., Hallowell, Me..................... . 638 

I 
Interstate. Slipper Co., South Norwalk, Conn............. W506 

J 
Jackson, Miller & Wilde, Merrimac, Mass................ W711 
Jackson Shoe Mfg. Corp., New York, N. Y................ 655 
Juvenile Shoe Corp. of America, Aurora, Mo........... 579-581 
S. H. Jacob & Sons, Inc., Brooklyn, N. Y................. W608 
A. Jacobs & Sons Co., Lynn, Mass........................ 640 

K 
Kaplan Shoe Co., Inc., Dover, N. H....................... 758 
W. L. Kreider Sons Mfg. Co., Inc., Palmyra, Pa........... 
Kimel Shoe Co., Newport, N. H.. -..............0022..... 
Karelis Shoe Co., Haverhill, Mass....................... 527 
Kleven Shoe Co., Spencer, Mass.................... 
Knipe Bros., Inc., Ward Hill, Mass....................... 415 
The A. S. Kreider Shoe Co., Annville, Pa........ 
Koss Shoe Co., Auburn, Me.............................. 40 

L 


Lippert Bros., New York, N. Y......................... 
H. C. Levy, New York, N. Y..... 


Official exhibits of shoes, 
leather, machinery and acces- 
sories at this year's Boston Fair 
are centered in Hotel Statler 
and Copley Plaza Hotel. _ Illus- 
tration shows location of the 
principal hotels in this section of 
Boston, which is the cented of 
interest for visitors to the Hub 
and includes Boston Common, 
the Public Gardens, Beacon Hill 
and many other historic spots. 


Rooms 
Lasell Shoe Co., Nashua, N. H................0.000..... W620 
Lion Shoe Co., Lynn, Mass..................000 0000 cee eee 776 
Lester Shoe Co., Chelsea, Mass......................0.4. 755 
Lenox Shoe Co., Freeport, Me.................. .... 030-532 
Liberty Shoe Co., Lynn, Mass........................... 554 
Little Falls Felt Shoe Co., Little Falls, N. Y.............. W513 
Leonard & Barrows, Inc., Middleboro, Mass............... 437 
John E, Lucey Shoe Co., Middleboro, Mass......... .. 449-450 
Lou-Mac Shoe Co., Chelsea, Mass..................000005 621 
Lynn Last Co., Inc., Lynn, Mass.......................... 570 
J. Landis Shoe Co., Palmyra, Pa......................... 524 

M 

J. Nelson Manning Shoe Co., Worcester, Mass............. 556 
Mayer-Herman Co., Brooklyn, N. Y....................05. 652 
Maxwell Shoe Co., Lynn, Mass. .....................05. 714 
McNichol & Taylor, Inc., Lynn, Mass..................... 562 
Municipal Shoe Co., Inc., Brooklyn, N. Y............. W501-502 
P. W. Minor & Son, Inc., Batavia, N. Y............. W508-W509 
D, Myers & Sons, Baltimore, Md................ 706-708-710-712 
Milady’s Footwear Corp., New York, N. Y................ 619 
Mid-West Slipper Mfg. Co., Chicago, Ill................... 720 
Marchioness Shoe Co., Inc., Newburyport, Mass... -.......W702 
Maybury Shoe Co., Rochester, N. H.................... 606-608 
Melville Shoe Corp., Worcester, Mass............. eee 
Metro Shoe Co., Boston, Mass....................0 000 eee 624 
Maine Shoes, Inc., Auburn, Me. Peas ONT OMIM FA. Bet: 573-575 
Merrimack Shoe Co., Lowell, Mass....................... 650 
Methuen Shoe Co., Methuen, Mass....................... 642 
L. V. Marks & Sons Co., Mere mariage _— ae xb ho eee 
Moulton, Bartley, Inc., Highland, | 696-698 
Mid-West Shoe Co., Chicago, Ll rn ee 726 


McBreen Shoe Co., New York, N. Y. 
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N 
Rooms 
Mosred, Tac, derey Gls Ne J... «c's. >< nnssa¥tevewad 604 
ee Oe. SS eS nr 626 
National Shoe Corp., Marlboro, Mass..................+4. 565 
National Shoe & Slipper Co., Inc., Worcester, Mass......... 610 
Norway Shoe Co., Norway, Me...............ssseece0- 548-550 
Nunn-Bush Shoe Co., New York, N. Y.................5-- 435 
Oo 
Old Colony Shoe Co., Brockton, Mass..................... 
The O’Sullivan Rubber Co., Inc., New York, N. Y......... W505 
Ohio Shoe Co., Cincinnati, NES SOA REE Oe” MEE W603 
M. T. Ornsteen Shoe Co., Marlboro, NN 8S eeens 730-732 
Grange Shoe Co., Orange, DN SOP aint uty’ coves Os 718 
P 
Panther-Panco Rubber Co., Chelsea, Mass................ 538 
F. H. Pfeiffer & Co., Inc., Worcester, Mass................. 516 
Peartbeck Shee Go., Lyn, BAGG.. ...-. occ ccccccectscvaves W604 
Pierce Shoe. Co., Gavertlll, REGO... 6.6 ccc ccc cccvscscess 772 
Plymouth Rubber Co., Canton, Mass................... 613-615 
Dr. A. Posner Shoes, Inc., Boston, Mass................... 646 
ee ES er ere ere W510 
M. A. Packard Co., Brockton, Mass...................2+0- 416 
eh i AO, MONON TIED, «4 6 odio 0 0 0.50 0:0 40-40 000-000 0% 628 
John Pilling Shoe Co., Lowell, Mass......:.............. W612 
Progress Shoe Co., Brooklyn, N. Y...................++- W512 
NR RO MR UNM TNL 06 9 5.5.6.6 0. 0.665 6.000 50 ome 762 
Portland Shoe Mfg. Co., Portland, Me.................... 631 
Princely Products Co., Inc., Brooklyn, N. Y............... 607 
Frank H. Pfeiffer Co., Inc., Worcester, Mass............... 516 
Philips Shoe Mfg. Co., Haverhill, Mass................... 529 
Q 
Queen Quality Shoe Co., St. Louis, Mo.................... 597 
R 
mawent nee Co. New York, N.Y... .. oi cece sewn 629 
Rogers Bros. Shoe Co., Boston, Mass... ..W611-613 
Rubin Bros. Footwear, ‘Inc., Long Island City, N. Y....W601-602 
Ruth Shoe Mfg. Co., Salisbury, EIA EEE SETS 752 
Restful Slipper Co., Brooklyn, RE Pe he 605 
eee A tenner W605 
S 
Sandler Shoe Co., Inc., Boston, Mass................... W708 
ee ee ee. Aa rer 421 
Stedfast Rubber Co., Mattapan, Mass..................... 634 
Suffolk Shoe Co., Al and Sol Levine, Chelsea, Mass...... 658-660 
Louis H. Salvage Shoe Co., Manchester, N. H............. 
Supreme Shoe Mfg. Co., Inc., New York, N. Y............. 504 
De 521 
South Berwick Shoe Co., South Berwick, Me............... 503 
Stone-Tarlow Co., Inc., Brockton, Mass................... 401 
Sherman Bros. Mfg. Co., South Norwalk, Conn......... 623-625 
P, Sellivam, Cinctemati, Olio. .... ois... csccccccsccucnes W610 
Stix Altman Weiner, Inc., Cincinnati, Ohio. ..W701-W703-W705 
The Scholl Mfg. Co., Inc., New York, N. Y................ 427 
Simon Shoe Co., Haverhill, Mass......................... 590 
Superior Shoe Corp., Boston, Mass..................... 673-675 
BO NOC SOO Ti, BOOK BOO... 5.55. cc ccc ccctccccecscs W520 
Pav Me CI PIB. 6 oo coos soc cccvecccccecneccs 653 
NEES CD OO, BT UNOD., 6 ooo ikns ccccivcc cosccwenceecs 657 
Shoe & Leather Reporter, Boston, Mass................... 555 
Standard Footwear Co., Passaic, N. J..................... 607 
T 
Triple Novelty Shoe Co., Brooklyn, N. Y.................. 780 
Tower Shoe Mfg. Co., New York, N. Y. ................. 716 
N. B. Thayer Shoe Co., Rochester, N. H................... 442 
Tupper Slipper Corp., Brooklyn, N. Y................. 600-602 
U 
U-Need-A-Slipper Corp., Brooklyn, N. Y.................. 717 
United Shoe Machinery ., Boston, Mass......... W716-718 
United Shoe Pattern Co., Boston, ASS ee? 761 
Union Shoe Co., Brockton, Re cn hos ane ¥eue oben 445 
United Novelty Shoe Ras MONI IINONes.« 5.5 20:5 son 'eccsc tee 503 


Universal Shoe Corp., Sanford, OE ili ona e kis 4 oun al 505 
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WHO'S WHO AT THE BOSTON FAIR 


[CONTINUED FROM PAGE 21] 


V 
Rooms 
Vogue Slipper Co., Passaic, N. J............0cceecceecees 616 
W 
Warwick Shoe Co., Haverhill, Mass. .................05- 25 
C. V. Watson Co., Auburn, Me......................0.. W710 
Stanley Wass, Boston, Mass.................--.0ceceeeees 684 
Wear-Ever Shoe & Slipper Co., South Norwalk, Conn....... 561 
Wall, Streeter Shoe Co., North Adams, Mass.............. 400 
William Shoe Co., Haverhill, Mass........................ 518 
Wellesley Shoe Co., Boston, Mass....................-. 526-528 
Winchell Shoe Mfg. Co., Natick, Mass.................... 443 
Z 
J. S. Zulick & Co., Orwigsburg, Pa....................005. 654 





EXHIBITORS AT COPLEY PLAZA HOTEL 


Ault, Williamson Shoe Co., Auburn, Me.................. 357 
‘Bancroft, Walker Co., Waltham, Mass.................. 219-221 
Bell Bros. Co., Boston, Mass...................0000000- 103-105 
C. W. Bennett, Boston, Mass......................000055 363 
Braintree Shoe Co., South Braintree, Mass.............. 205-207 
Edwin Clapp & Son, Inc., East Weymouth, Mass........... 227 
Collingwood Shoe Co., Inc., Endicott, N. Y............... 151 
J. M. Connell Shoe So., South Braintree, Mass............. 241 
Curtis, Stephens, Embry Co., Reading, Pa................ 157 
Corbin, Holmes Co., Boston, 7 te lg RE 364-366 
Capitol Shoemakers, St. Louis, Mo., and Blue Ribbon Shoe- 
WBGUOEG, St. DOUM, Beers. Fake cheek edie cbecade ds 301 
Dainty Maid Slippers, Inc., Brooklyn, N. Y............. 133-135 
Daly Bros. Shoe Co., Boston, Mass. ...................08- 131 
G. W. Dobbins Co., Plaistow, N. H. ...................... 147 
The Irving Drew Co., Portsmouth, Ohio.................. 229 
L. B. Evans Son Co., Wakefield, Mass..................... 233 
Franzen Shoe & Slipper Co., Worcester, Mass............. 149 
T..R. Fox, North Easton, Mass.............icccccceccecce 247 
Gorevitz, McNamara, Haverhill, Mass. ................... 257 
Gray Bate. tnc., Syracuse, N. Yo: .-..cceccicccacccesces 159 
Gregory & Read Co., Lynn, Mass...................... 331-333 
J. J. Grover Shoe Co., Stoneham, Mass.................... 239 
Great Northern Shoe Co., Manchester, N. H............... 109 
The Gilbert Shoe Co., Thiensville, Wis................... 213 
William Heiber & Son, Rochester, N. Y................... 118 
Howard & Foster, Inc., Brockton, Mass................... 115 
Holmes, Terhune Co., Lewiston, Me.................... 365-368 
Homan Shoe Co., Inc., Philadelphia, Pa. ................ 317 
George W. Hubler Shoe Co., Auburn, Pa............... 111-113 
Interstate Shoe Co., Manchester, N. H.................... 309 
Johnson, Stephens & Shinkle Shoe Co., St. Louis, Mo... .359-361 
Johnson & Murphy, Newark, N. J...................... 137-139 
Kalb Shoe Mfg. Co., Rochester, N. Y. .................... 116 
Knight Slipper Mfg. Corp., Brooklyn, N. Y............. 235-237 
Lumberton Shoe Co., Lumberton, N. J...,................ 128 
Marmon Shoe Co., Jamaica Plain, Mass................ 123-125 
Milford Shoe Co., Milford, Mass....................... 265-268 
Menihan Shoe Co., Rochester, N. Y.................... 223-225 
Metro-Craft Shoe Co., Manchester, N. H.................. 315 
Melanson Shoe Co., Lynn, Mass........................-. 251 
New Oxford Shoe Co., Allentown, Pa..................... 136 
Prospect Shoe Co., Boston, Mass....................... 323-325 
Pedigo-Lake Shoe Co., St. Louis, Mo. .................... 329 
Rich, bow Shoe Co., Milwaukee, Wis................. 141-143 
Rice, O’Neil Shoe Co., ee SS eee eee 218 
Royal Shoe Co., Randolph, AE NE SL) Dr Tg aa 110 
M. J. Saks Shoe Corp., New York, N. Y. ................ 288 
Stetson Shoe Co., Inc., South Weymouth, Mass.......... 341-342 
Sherwood Shoe Co., Rochester, N. Y...................... 217 
Scholnick Shoe Co., Boston, Mass...................... 127-129 
E. E. Taylor Corp., Boston, Mass........................ 209 
Tweedie Footwear Corp., Jefferson City, Mo............... 216 
United States Rubber Co., Naugatuck, Conn............ 117-119 
Willits Shoe Co., Halifax, Pa........................005. 215 

































BOOT AND SHOE RECORDER, July 7, 1934 23 












. A Safe, Sure Remedy for 
a) ATHLETE’S FOOT’ 
3 Itching Feet 


-| and Toes 


ee eS ae = 





You can be sure you are recommending the BEST when you 
ush Dr. Scholl’s Solvex for treatment of Itching Feet and 
oes, “Athlete’s Foot,” “‘Golfer’s Itch,” “Ringworm,” etc. 

You can recommend it where other methods of relief have failed. 

Being an ointment, it stays on the affected part long enough to - ee 

penetrate deeply into the tissues, kill the germ, stop the intense National Adverti sing 

itching and effect complete relief. Even stubborn cases which Millions see Dr. Scholl’s Solvex advertising in the 


resist most treatments yield quickly to Dr. Scholl’s Solvex. Saturday Evening Post, Collier’s, Literary Digest, 
y . American Magazine, Liberty, Cosmopolitan, Ameri- 
Wholesale $8 doz. Retail $1. Wholesale $4doz. Retail 50¢ can Weekly and leading newspapers throughout U.S. 


A Call for SOLVEX Offers 3 Additional Sales 
Dr. Scholl’s Dr. Scholl’s 


Deodorizer and Sterilizer Bromidrosis Powder 


A special preparation compounded This is an ideal antiseptic, medi- 
from specific chemicals that ster- cated foot powder for hot, tender, 





Thousands of people in your community are suf- 
ferers from this most annoying foot condition. 





Dr. Scholl's 
Medicated Soap 


Da a i i i eet i d,s 











62 West 14th St., New York 


— the inside ry Pome by destroy- 
i acteria an i spores, the 
ome of E “cama e299 Ring- 
worm, “Athlete's oot.” Prevents 
reinfection from shoes or slip 

and checks excessive perspiration. 
To be used in shoes only. Put up 
in an attractive bottle with screw 
cap that is easily replaced with 
me attachment packed with each 


ttle. 
Retail 50¢ 





For the treatment of many func- 
tional disturbances of skin such 
as Hyperhidrosis, Bromidrosis, 
offensive perspiration odors and 
similar conditions, Dr. Scholl’s 
Medicated Soap is unsurpassed. 
Deodori dcl he pores. 


Retail 25¢— 





burning, tired, perspiring, odorous 
feet, (Bromidrosis). It takes away 
the friction of shoes, especially new 
ones, and eliminates the unpleas- 
ant odors incident to perspiring 
feet. Excellent for keeping the feet 
dry, which is most important in the 
treatment of “‘Athlete’s Foot” and 
excessive perspiration. Safe and 
sure. 


Retail 50¢ 


See Our Exhibit — South Entrance — Hall of Science — Chicago World’s Fair 


THE SCHOLL MFG. CO., INC. 


Largest Manufacturers of Foot Comfort Appliances and Remedies in the World 


213 West Schiller St., Chicago 


112 Adelaide St., E. Toronto 
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Modern Home of Well-Known 
Cincinnati Retail Establishment 
Fittingly Symbolizes Its Ideals of 
Service Since 1866 — Above, 
Harry C. McLaughlin, President, 
At His Desk on Opening Day. 


THE POTTER SHOE COMPANY opened its new 
store one square from its old location June 18. Work- 
men, designers and decorators have remodeled the 
store into one of the most efficient and attractive shoe 
stores in the country. The present store is symbolic of 
the ideals and methods of dealing with the public which 
have characterized the Potter Shoe Company since the 
organization of the business in 1866. 

Potter’s has become recognized as one of the largest 
retail shoe stores in the United States devoted exclusive- 
ly to the sale of footwear for men, women and children. 

The store occupies seven floors—large, airy rooms, 
well lighted both artificially and naturally, the entire 
front of each floor having been converted into a win- 
dow. The walls, window blinds and ceilings are buff 
and the paneling is walnut. Velvet drapes in American 
Beauty tones are at the windows. The front of the store, 
with its immense show windows is most attractive. 
The profusion of flowers bearing cards of congratula- 
tion testified to the good wishes of the many thousands 
of Potter patrons. The executive offices, especially that 
of the president, Harry C. McLaughlin, were banked 
with such testimonials of regard. 

In speaking of the removal of the Potter Shoe Com- 
pany to its new location, Edward Orr, vice-president, 
said: “It has been very gratifying to note the interest 
our patrons have taken in the publicity attendant upon 


NEW SEVEN-FLOOR 
_ POTTER STORE 
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Left, view of men's 
department in the 
new Potter store; 
photograph below 
shows a section of 
the new women’s de- 
partment. 





the removal of our store to its new location and the 
number of sales made on our opening day and in the 
short time we have been in our new location. It is also 
especially gratifying to find we have so many new 
patrons, due not only to the quality of our goods but 
also, no doubt, to the convenience of our new location 
which is the termination of high-grade and volume 
traffic.” 


Asked as to the outlook for the shoe business for the 


coming year, Mr. Orr said: “There has been a very 
definite pick-up in shoes and I look for an especially 
good year for the shoe business. Especially in men’s 
shoes. Men are not buying so conservatively as they 
have been doing for the past three years. They are 
more interested in styles and in the more unusual 
leathers such as crushed calf, Norwegian leather, etc. 
We anticipate an excellent business this coming Fall.” 

The executive officers are: Harry C. McLaughlin. 
president; Edward C. Orr and C. Fred Thomassene. 
vice-presidents, and Alice L. Englehart, secretary-trea- 
surer. Managers of departments: Edwin L. Franken. 
manager of men’s store; George Gasdorf, manager the 
Booterie;. Harry S. Gordon, manager of the Sororit\ 
and children’s department; Thomas W. Stapleton, man- 
ager the popularity department; Miss Maude M. Steel: 
man, manager display department, and Miss Emma 
Borges, manager repair department. 
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ine OUR NEW GRAD LAST 


= The new Grad... an exceptionally fine- 
Ss = PP het fitting last. Four of the new Fall Uptowns 
¥ ae AW) are made over this last: a Black and Brown 


Veal, a Black Calfskin with extension sole, 













































and a Genuine Black Seal. The Veals come 





with weatherproof gussets. All styles have 


leather heels. All styles carried in stock. 
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also This new last and these four styles are 
new 

but worthy additions to the new and greater 
tion 

ume fall line of Uptown Shoes For the Man 
the About Town. 

yery 

ally 

en’s ; 

hey y 

ti ’ iY 

sua 

etc. al A hth 

1.” A STAR BRAND SHOE 

il. 

lin. 

ene. 

rea- 

cen. 

the 





7 ROBERTS JOHNSONS RAND 


Branch of international Shoe 


ST. LOUIS, Mo. 


eel- 
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PLAY UP WHITES IN JULY 





| 














THE National Shoe Retailers’ Association has recom- 


mended to its members that newspaper and window 
announcements of reduced price sales on odds and ends 
of Summer white shoes be delayed, at least until July 9, 
“so that the reductions and promotions on this class of 
merchandise does not undermine one of the greatest 
white seasons we have had in a decade.” 

Many merchants, no doubt, will consider it wise re- 
tail policy to delay Summer sales, particularly on white 
shoes, considerably beyond that date, in view of the 
fact that many of their customers will be planning 


And Use Your Win- 
dows to Clean Up 
Summer Shoes at a 


Profit! 





A white shoe window that 
is attractive and easy to 
make. The background is 
of solid blue and on this is 
fastened a cutout kite, 
clouds and landscape, all 
in white. Paper, felt or 
wallboard can be used in 
developing this trim. 





Summer vacations and travel for July and August. 
These people will be in the market for white shoes and 
can be sold without the pressure of price persuasion. 

There is another important development that will 
have a bearing on the date of white shoe sales this 
Summer. It is the fact that present indications point to 
a much longer white shoe season than usual. There 
is a distinct college trend for white shoes, to be worn 
in Fall and well into the Winter season. For two 
years back, combinations of black and white have been 
seen on the campus through the Fall and Winter season, 








An attractive sport shoe 
setting, designed to show 
a multiplicity of styles and 
patterns and particularly 
adapted for a July sport 
shoe window to appeal 








to the prospective vaca- 
tionist. 
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| Notes on a style and leather conference 


ROM the quarterly executives’ meeting of the Pendleton 
Rose Shoe Company, makers of Rose Cloud shoes for 
' women. Present, Ellery Pendleton, president; Smith Ander- 
' son, designer; Bill Jukes, factory superintendent; Ernest 
Ross, style adviser. 

Mr. Pendleton: “And so that gets rid of those preliminary 
| matters, and brings us to the most important thing we 
| must thrash out today. What do we want to do in a leather 
way this quarter?” 

| Mr. Ross: “To start the ball rolling, Mr. Pendleton, I might 
| say there is little doubt that next fall is going to be un- 
reservedly blue and brown in a shoe way, with the usual 
| predominance of black. In my opinion, too, the most 
effective blue will be one that is neither too light nor too 
| dark, a real deep blue just dark enough to harmonize with a 
range of costume colors.” 

Mr. Anderson: “It’s not my job to specify leathers. But 
I have noticed that new Blue put out by Surpass and I think 
it just about answers Mr. Ross’s requirements. You already 
know how keenly I feel that Surpass Black lends itself to 
bringing out the finest qualities of a design in black.” 

Mr. Pendleton: “Don’t feel that it’s not your job to make 
remarks that are to the point, Mr. Anderson. How did you 
find our last quarter’s shipments of Surpass glazed kid 
worked out, Mr. Jukes?” 

Mr. Jukes: “Well, you know the consistent results we have 
always had from. Surpass Kid, Mr. Pendleton. The only 
thing I can add about the last shipments is that they gave 


27 


us every bit of the same remarkable uniformity. As a matter of 
fact, you might be a little surprised to hear that the Surpass colors 
we recently used lived up to the reputation their black has built. 
Our cutting room foreman tells me that none of those small lots 
of other kids that we put through this time for checking and com- 
parison tests were as easy to handle or as uniform in the cutting as 
the Surpass kid.” 

Mr. Pendleton: “There’s no doubt about it, gentlemen. I’ve been 
getting a blue and brown reaction from everywhere in the field: 
that has been the keynote of the whole leather picture since 
spring. As a matter of fact I found this feeling so positive, that 
I took a guess at what you fellows would decide this morning, 
and I put in an order for sample leather of Surpass’s new Blue 
and Brown. Here they are, and I think we'll all agree they’re 
just what we want. I can see a very definite place for them in 
rounding out our line of full ‘salability.’ ” 


He Tanners of Black and Col- 

ored Glazed Kid for outside 
stock and linings . . now fea- 
turing Blue, fashion Browns, 
and Crushed Calluna for Out- 
side Colors; Linings in Pastels 
and other popular shades. Tan- 
ners of Genuine Black Glazed 
Kangaroo. Executive Offices, 
9th and Westmoreland Sts., 
Phila. Branches, New York, 
London (England), Boston, Mil- 
waukee, Cincinnati, St. Louis. 


Surpass Leather Co. 
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and this year all-whites will be worn in the same man- 
ner by the collegiate crowd. 

While this tendency is to be regarded mainly in the 
light of a college fad, it nevertheless has a certain bear- 
ing on the merchandising of white shoes, for it will 
doubtless spread to high schools and in some degree 
affect the buying habits of the younger generation of 
shoe store customers. At least it emphasizes the in- 
advisability of discounting the sales possibilities of 
white shoes in mid-Summer and offers another argument 
against the all-too-prevalent tendency to sacrifice profits 
on white footwear while it is still, from the customer’s 
viewpoint, in the class of desirable merchandise. 

In the light of these considerations, the retailer who is 
now facing the question of what to do with his windows 
in the period immediately following the Fourth of July 
should not fail to include in his plans one or two strong 
promotions of white footwear. The same principle ap- 
plies equally well to sport shoes, for the great majority 
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of people plan to take vacations in July and August, 
and one or more pairs of sport shoes have a proper 
place in every vacation wardrobe. Indeed, there are 
many people who still think of sport shoes as vacation 
footwear and who rarely wear them except for vaca- 
tions and outings. It would seem a serious error to 
mark down such merchandise in a drastic way while 
they are still at the height of demand and desirability 
from the viewpoint of the customer. 

If reduced price sales of white shoes and sports foot- 
wear are to be postponed until late Summer, there is 
nevertheless the need for strong promotional effort to 
move the merchandise while it is still seasonable. In 
fact, the need of window promotion and advertising is 
all the greater if the stimulus of price reductions is 
delayed. So we suggest in this week’s illustrations a 
series of simple window background ideas which can 
be worked out easily and with a moderate expenditure, 

[TURN TO PAGE 38, PLEASE | 


Here's a window back- 
gave idea that's good 
or sale time—or any 
time. Word "Shoes" is 
cut out in wallboard let- 
ters and mounted on panel 
of same material. Curved 
top platforms give a base 
on which to show shoes. 











A RED LETTER DAY 
WHEN YOU STEP — 
INTO THESE 


























Y) 











Big red letters cut out to 
form shelves, on which 
the shoes are shown, form 
the outsanding feature of 
this original display back- 
ground. These letters are 
made from inch boards, 
eight inches wide, and 




















put together with wall 
board, 























1934 


gust, 
oper 
: are 
ation 
yaca- 
Ir to 
vhile 
vility 


foot- 
re is 
tt to 

In 
ng is 
ns is 
Ms a 
can 
ture, 
‘ASE | 


ck- 
od 
ny 

iS 
let- 
nel 


red 


es. 





























I ER RIES RAE RG it 


poOT AND SHOE RECORDER, July 7, 1934 





Us 


SYMBOLS 
LEADER 


Quality and adaptiveness 


uphold the popularity of QUALITY 


87 


finish. It is probably 


Zapon for footwear 





Among the most popular and 
widely used Zapon materials are 
those whose symbols: are shown 
at the right. 
of grains, finishes and colors that 


They offer a choice 





meets every dictate of use or 
fashion. 


@.\ Kear) 


No finer manufactured slipper 
uppers are available than 


LIZARD 








Quality 87... washable 
«++ for years has been 
noted forits remarkable 
wearing properties. It is 
available in every 
wanted color, grain and 
the most popular of all 


man-made slipper uppers, and widely used. 


For many years a 
favorite, Patent Kid, if 
anything, seems to be 
growing more and more 


in popularity. Styles well. 


Calcutta Lizard and 
other snake grains 
match the modern mood. 
Zapon reptile effects are 
easily mistaken for nat- 
ural skins. The variety 


of grains, finishes and colors suits every 





whim of fashion. D 


Zapon ... none are so easy to 
work... nor is it possible to 
find anything comparably well 
adapted to modern styling. 





“The Standard of Quality Since 1884” 


“LAPON comm 


A Subsidiary of Atlas Powder Company 


<a> STAMFORD 





d grows consistently. 


Izarine has all the 
beauty, suppleness and 
comfort of soft, rich 
suede. The present flare 
for suede promises to 
eclipse even its wide use 


in the past. An accepted favorite for moccasins. 








CONNECTICUT 
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WE OFFER NO MIRACLE... BUT 


INCREASED SALE 
and REPEA 


Arch Preservers have demonstrated 
their ability to produce profits and 
repeat sales under the most difficult con- 


ditions. Send in the coupon for com- 
plete details on this valuable franchise. 


“After all the experience which all of us have suffered during the 
last few years,” says Mr. O. T. Brewer of the George Muse 
Clothing Co. of ‘Atlanta, Ga., “it is certainly gratifying to review 
the comfort which we have had throughout the depression with 
Arch Preserver Shoes. Our — business with Wright Arch 
Preserver Shoes is, and always bas been, splendid. I think that it 
is the real satisfaction which these shoes give their wearers that 
has really been responsible.” 





“We opened our fourth Arch Preserver store in 
New England at Providence on March 1, 1934, 
and feel certain that these successful shoes will 
carry us over the top,” says Mr. E. B. Ward of 
Morse & Haynes Co., Spring field, Mass. 


imitations won’t do 

Mr. Ward goes on to say: “Arch Preserver 
wearers are so appreciative of the comfort features, 
that through good years and bad they have con- 
tinued wearing these shoes, and those who sought 
to experiment with cheaper imitations were soon 
back for Arch Preserver Shoes, having learned 
that not every arch shoe is an Arch Preserver.”” 











WRIGHT ARGH PRESERVER | 








ST SEES 


JIJHERE ARE © 


4... MORE PROFITS 
CUSTOMERS 


Boggs & Buhl, Pittsburgh, Pa., say: “Due to the selling 
eatures your line possesses that other higher-priced lines lack, 
we were able to increase the number of customers buying 
‘ated Arch Preservers. Three years ago Arch Preservers contribut- 
ed 50% of our $9.00 to $11.00 sales. Today they approxi- 
mate 95% in this price range. Our 1933 sales showed an 
CONF increase of 20% over 1932... and in 1934 this figure looks 
COM- Bias though it will be far surpassed. Our biggest boosters of 
hise, the Arch Preserver line are the men who wear the shoes... 

ome man actually brought four of his friends into our 
ring the Th department in a single week.” 


Volume keeps up 
despite conditions 


Mr. Joseph Grauel of the Stone Shoe 
Company, Cleveland, Ohio, states: “I# 
és a well known fact that pairage in men’s 
shoes as well as dollar volume has suffered 
terribly during this period. However, the 
volume in Arch Preservers has kept pretty 
close to the same level as before the slump 

- 80% of Arch Preserver wearers repeat 
at the next time of purchase. They repeat 
to the exact duplicate in size and last.” 


and 





‘e Muse 

9 review 

ion with 

ht Arch You should investigate this 
k that it They came in with foot line which has led all others 


rers that 


trouble—they walked 
out with foot comfort 


The J. L. Hudson Com- 
pany of Buffalo, N. Y. makes 
this comparison of sales: 
“Our sales in units of 1932 
and 1933 show about an equal 
sale to units of 1931... people 
are willing to pay the price of 
shoes with Arch Preserver fea- 
tures... it is indeed a pleas- 
ure to see customers come in 
our department complaining 
| & foot trouble and walk out 
in comfort wearing Arch 





under the severest tests of de- 
ptession conditions. Here is 
what they offer you. 


1 A line of shoes proven as to 
fit and workmanship, by the 
continuous purchases of hun- 
dreds of key retailers. 

A scientific patented tread- 

base proven superior under 

actual wear over the last 15 

years. 

A record for repeat sales 

unexcelled by any other shoe 

made. 

A background of national ad- 

vertising to millions of men 
* over many years’ time. 

An outstanding program for 

promotion of sales in your 

community. 

An amazing record for pro- 

ducing retail profits even un- 

der depressed business con- 

ditions. 


One of the many attractive and effective win- 
dow displays regularly used by the Guarantee 
Shoe Store of San Antonio, Texas. 


What about it? The coupon 


l Preserver Shoes.” 
& below will bring you full details. 
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OUTLOOK 


Are Odd Prices on the Wane? 
BY 


ARE odd prices on the wane? We have been mak- 
ing a study of retail price levels and in so doing have 
checked advertisements from a national press clip, hav- 
ing in mind a research on the best selling prices at 
retail. Some very interesting things have developed 
from this study. Unfortunately, as an industry, we do 
no continuous, consecutive and constructive research 
on price levels. 

It would seem to be most important, for the public’s 
capacity to pay may be increasing while retail shoe 
prices may be holding to a level lower than need be. 
Certainly the price levels of March, 1933, are not to be 
continued indefinitely, for in so doing an industry 
starves itself, not only at retail but right back through 
the service of supplies. It is all right to render a pub- 
lic service at the lowest possible price, but that level 
may be below the normal of other goods and “real 
costs.” 

We have discovered that “even” prices (viz. .00 or 
.50) in the marking of merchandise to be offered to 
the public are evidently on the increase. The odd price 
(viz. .69 or .98) as a bait to purchasing is waning. 
There is still some psychological advantage to the occa- 
sional use of odd prices, but that should be reserved 
for the clearance season. 

Odd prices have been overdone and, in most cases, 
retailers have lost considerable potential profit by pre- 
suming that shoes sell better at $2.95 than at $3.00. An 
article at $2.95 is presumed to sound considerably less 
expensive than when marked $3.00. Many mer- 
chants have blind faith in the appeal of odd prices, 
believing that if it is done in the dry goods field, it is 
the right thing to do on shoes. 


But the even price is returning to favor in shoes 
—for shoes are more than just items of sale. They 
are a service. As time goes on we are going to 
discover that we have more in common with the 
optician in the type of service rendered than we 
have with the counter goods of department stores. 
We are too counter-conscious in our retail pricing 
because we are not sufficiently impressed with the 
importance of the fitting stool. 


There are certain price levels, like $1.95, $2.95 and 
$3.95, that have been featured by many stores for such 
a long period of time that they have become almost 
accepted prices. Perhaps we have thereby set up a 
price signpost along the path of retailing that permits 
no turning back. It is an error to establish a certain 


a a ee 


Editor 


odd price and make it a principle on the entire scheme 
of price lining. 

“When New York State passed a Sales Tax Law a 
year ago, forcing retailers to pay a 1 per cent license 
tax to do business, an experiment was made in New 
York City whereby 95c. items were raised to $1.00— 
$1.95 to $2.00-—$2.95 to $3.00, etc. In many cases 
consumers apparently were unaware of the fact that 
merchandise was being offered at even prices, where 
formerly a great deal of the same merchandise was 
featured at odd prices.” 

Those merchants who returned to the even prices of 
$3.50, $4.00, $6.00, $8.00, $10.50, etc., found the price 
levels acceptable to the public and of a decided advan- 
lage to the merchant in lending character to his selling. 
The public had the feeling that the merchant was not 
“in clearance” all the time. That the merchant had 
regular goods, regular selections and rendered a regular 
service. 

These merchants are now finding out that the 
odd price is a “natural” clearance price following a 
season’s use of regular prices. Shoes that were 
$3.50 look better to the public at $2.95. Shoes at 
$5.00 sell more freely at $3.95. The public is ac- 
cepting $6.85, $7.65 and $8.45 as clearance price 
levels. 

We have not done sufficient experiment or study look- 
ing over the records to justify coming out with a con- 
clusion in the matter of price lines. The practice of 
using odd prices almost exclusively, we discover, is 
unnecessary. Odd prices have their best play in un- 
usual merchandise—clogs, sandals and _ novelties. 
Straight lines of shoes, corrective, orthopedic, etc., in- 
variably sell better at an even price level. As a rule, 
the use of the odd price takes that much more off the 
mark-up. A 95c. item rarely is an item that was to 
have been sold at 90c. 

So, you see, the merchant usually pays for the stunt 
price. Our conclusion in this study is that the exces- 
sive use of odd prices on shoes is on the wane. As more 
and more merchants experiment with even prices, a) 
increased number of retailers will extend the use of 
them and this, in turn, will lead to an increased cu-- 
tomer acceptance of even prices. 
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Are You Going To Lose Sales This 
Next Month By Not Having Enough 
A-W COMFORT TURN SHOES? 


Better Fill in RIGHT 
NOW From Our Stock 
Department — Every 
Shoe Salable with 
Profit these Hot 
Weather Months 
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No. 111 
Black Ruby Kid One-Strap Sandal: 
Leather Lining; 16 Last; 10/8 Heel: 
Rubber Toplift. In Stock A to EF. Price 
$2.15. 


No. 
Black Ruby Kid Five-Eyelet Cutout Tie: 
Black Lizard Inlay; 39 Last; 14/8 Heel; 
Wingfoot Rubber Toplift. In Stock AAA 
to E. Price $3.00. 


No. 287-51 
Black Ruby Kid Five-Eyelet Open Throat 
Tie; Black Pin Seal Inlay; 211 Last; 
10/8 Heel; Wingfoot Rubber Toplift. In 
Stock AA to EE. 83.00. 


No. 722-6 


White Kid Blucher Tie; 39 Last; 13/8 
White Finished Leather Heel. In Stock 
AA to D. Price 83.00, 


No. 511 
Black Ruby Kid One-Strap Sandal; Driil 
Lining; 16 Last; 10/8 Heel; Rubber Top- 
lift. A to EE. Price $1.80. 


No. 112 
Black Ruby Kid Two-Strap Plain Toe - 
No. 225-095 


Sandal; Leather Lining; 96 Last; 12/8 
Heel; Rubber Toplift. In Stock AA to 
EE. Price $2.20. 


No. 512 
Black Ruby Kid Two-Strap Sandal; Drill 
Lining; 96 Last; 12/8 Heel; Rubber Top- 
lift. A to EF. Price $1.85. 


== BOSTON SHOE FAIR + 


No. 257 
Black Ruby Kid Four-Eyelet Tie; Black 
Moroceo Trim: 39 Last; 14/8 Heel: 
Wingfoot Rubber Toplift. In Stock AAA 
to EE. Price $3.00. 


No. 257-16 
Brown Kid Four-Eyelet Tie; Brown Mo 
rocco Trim; 39 Last; 14/8 Heel; Wing- 


foot Rubber Toplift. 
Price $3.15. 


In Stock AA to E. 


COPLEY-PLAZA 357 


Black Kid Blucher Tie; 39 Last; 13/8 
Heel. In Stock A to E. Price $2.10, 


+ STATLER 680 








AULT-WILLIAMSON SHOE Co. 


AUBURN + MAINE 
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THE NEW MAN IS HERE—BUT 
HE'S NOT GOING HOLLYWOOD! 


Hany ag of address delivered at Con- 
vention of Pacific Northwest Shoe Retail- 
ers Association, Seattle, Washington, June 
19, 1934, by Jesse Adler, Chairman, Ex- 
ecutive Committee, National Shoe Retail- 
ers Association, and Member of Men’s 
Style Committee. 

The new man is here—not the leisure 
man—but the man with leisure . . . the 
NRA man. 

He’s not going Hollywood, nor is he going 
cocktail, but leisure time and cocktail time 
mean more attention to shoes and apparel, 
and the American man is now becoming 
the best-dressed, best-shod man on earth. 

He is fast realizing that shoes mark the 
man and make the man as they have in the 
past made the women of America the best- 
footed and best-shod woman on earth. 

NRA not only means more intensive work- 
ing hours, but it also means more time for 
play and pleasure; therefore, play time and 
pleasure time shoes are going to come into 
the men’s picture as never before. 

Women have had their moments, and now 
men are going to have theirs. You'll see 
the proper shoe for this hour, and the 
proper shoe for that hour—the right shoe 
for this occasion and the right one for that. 

It_will really be a pleasure to see a man 
as he steps into each style picture with his 
beautiful lady—so well and properly shod, 
and so well groomed as to do justice to the 
charming femininity by his side. 


Association Honors to the Slaters 


Mr. and Mrs. John Slater celebrated 
their 50th Anniversary on June 25th. Mr. 
John Slater, the head of the J. & J. 
Slater establishment on 5th Avenue, has 
been in the shoe business all his life, is a 
Charter Member of the National Shoe Re- 
tailers Association, and Past President. He 
is at present a member of the Board of 
Directors. Mr. Slater is undoubtedly the 
country’s best-known shoe man. 





A New Merchant-Day Aborning 


Inspiring address by President Mittelman, who covered the continent 
in behalf of N.S.R.A. at his own expense—to see for himself the rebirth 
of association zeal in every state in the Union 


San Francisco, here I am. They tell me no finer concentrated retail market is 
to be found in America, for it is estimated that half a billion dollars is sold at 
retail in the city and county of San Francisco. Inasmuch as this is my first trip 
to the Coast, I wanted to know something about it from the viewpoint of a mer- 
chant. I wanted to compare it with my home city of Detroit and the State of 
Michigan. California, as a state, has better than 544 million population—Michi- 
gan has just under five million. We are only exceeded by New York, Ohio, Penn- 
sylvania and Texas. So we are really neighbors in terms of purchasing power. 


Retailers, more than any other class of business men, are directly in close daily 
contact with consumers. They are numerous and are found in every community. 
The success of the whole distribution process rests in large measure upon the 
retailers, in their ability to render reliable and efficient service. Any proposals 
of legislative discriminations to be leveled against retailing should be scrutnized 
most carefully. Producers should be assured of means to bring their wares to 
market as economically and dependably as possible. Consumers should have 
available the best possible facilities for making their purchases. Retailers them- 
selves are entitled to fair treatment. 


Changes in business practice, in the nature of business units, and in the general 
economic situation, have brought to the trade association new opportunities and 
new objectives, as well as new responsibilities. While the general objectives of 
trade associations are not dissimilar to-those of a decade ago, numerous new 
objectives and organization principles are now emerging. I am a New Deai 
President and I propose a New Dealer Philosophy. 


Trade associations represent a natural development of our economic life. There 
is no common pattern for their organization. Classified as to purpose and activity. 
they vary widely. There is, however, a growing feeling that business concern- 
regardless of membership or non-membership in associations should comply with 
rules adoptéd by any substantial majority, in interest of any industry, if such 
rules are in the public interest. In this connection it has been urged that legisla- 
tion might be advisable which would permit a Government agency to approve 
rules adopted by a substantial majority in interest, which would be binding upon 
the minority. 

Business firms must frequently meet the question of maintaining association- 
representing geographical districts and also associations representing a certain 
commodity division of a general industry. As an illustration, the problem ma\ 
arise as to whether there should be a hub, a spoke, and a rim association, or 
whether there should be a wheel association with divisions for each of these. To: 
much disintegration often results in an industry having a number of weak 
organizations. 


On the other hand, an integrated organization in which appropriate division- 
fail to function promotes the formation of separate and independent trade associa. 
tions representing such divisions. 


Trade associations render services which can be secured only through coopera 
tion and services, which can be more efficiently and effectively developed joint! 
than individually. If the trade association is to be of greatest value to the indus 
try it represents, it must recognize the function of business itself, viz., that «! 
rendering the best service with the greatest economy and efficiency. Without di- 
cussing the “profit motive” of business,we recognize that profit is essential 1: 
business, is necessary in order that the best services may be rendered, and, wher 
reasonable, is in the public interest. 


I believe in an association that nationally secures group opinion and action upo! 
questions of national economic and social significance, or upon policy or techniqu« 
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involved in problems which are purely of an industry character. Through the 
trade association, co-operative intelligence of the industry is focussed upon the 
analysis of common problems. 


Trade associations should openly promote a helpful relationship between busi- 
ness and the public, and between business and government. The leadership of an 
association is dependent upon the leadership of the business executives within the 
industry. The trade association has the task of developing a program fitted to 
the needs of an industry, with full recognition of the general economic considera- 
tions involved. This task merits the wholehearted support of the chief execu- 
tives within each industry. The appeal for support by the leaders in industry does 
not preclude the support of individuals other than the chief executives. There is 
a place in association work for all the executives to make their contributions of 
leadership. 


I believe the maintenance of a trade association should be considered a proper 
and essential item of expense, necessary to the efficient operation of business, which 
should be voluntarily assumed by all business concerns. Business concerns should 
recognize that the need of co-operative effort is likely to be greater under adverse 
than under normal business operations, and that the trade association should be 
in a position to function effectively at all times. 


I compliment you on having a very effective state-wide association, but I would 
be remiss in my duty as president of the National Shoe Retailers Association if I 
didn’t point out that you and every other state association might mildly be called 
pikers, if you consider that National Dues as low as $5.00 per year must still be 
further sub-divided and made to include local dues as well. What does a mer- 
chant want for the small fee that he pays to be part of a national body, engaged 
in national issues? If the dues were five times the amount, we couldn’t do a better 
job in national legislation, but we certainly could feel happier in the financial 
standing of our association. 


I am giving you fair warning that after the NRA will come one of 
two things: strong powerful national associations buttressed by vigor- 
ous local associations, or the chaos that comes through individual in- 
difference. You can have either one. As you wish. Pay your dues in 
the National, and pay as much dues in your State, and as much in your 
Local, and you can get the greatest intelligent man-power working in 
your behalf that the industry can collect as captains to lead the fight. 
Ignore your National, your State, and your Local and save the $15, more 
or less, and go to hell in a hand-cart—for that is what’s going to happen 
—Hell for the merchant who won't fight for his rights. 


Get busy. Give me your promise here and now that you will pay your National 
Dues, your State dues, and your Local dues, and I will show you how to get the 
money. Get down on the fitting floor yourself and sell a dozen extra pairs of shoes 
for the glory of your craft. Throw yourself into the extra pair with the feeling 
that what you are doing is not so much for your own immediate return, but for 
the greater return that you get in craft assurance and insurance. 


I didn’t take this job as president of the National Shoe Retailers Association 
to be the “patsy,” but it looks as though I am that little spotted guy, for I am 
paying out of my own pocket this missionary trip to the coast and Jesse Adler is 
doing the-same—where any National Association worthy of its salt would be col- 
lecting dues from ten thousand or more merchants, sufficient to pay us to have our 
national secretary, John Holden, along with us—for though we are perfectly 
willing, Jesse and I, to pay for the journey, we didn’t feel that we were authorized 
to spend association money for John Holden to be with us. 


He is the man that is doing the big work in New York, and I would like no bet- 
ter token of our salesmanship of the N.S.R.A. than to have 100 individual checks 
of $5.00 per member in the mails before we leave your great city. Pioneer with 
us in this New Deal, and you will profit with us in the new possibilities of asso- 
ciation leadership, into a profit era that comes when we compete collectively— 
each craft fighting for its share of the public’s unwilling dollar, and not fighting 
competitively with the neighbor across the street. 

There’s a new day aborning. Come with us down the road. 





JOHN SLATER 


A Message to California Retailers 


Taxation without representation is sym- 
bolic of your regulated business without 
voice. I urge you to give one hundred per 
cent support to your National Association 
so that its voice if needs be may become a 
roar. From numbers united there alone can 
come strength and worthwhile representa- 
tion. 

Work with your National and your gov- 
ernment for better trade practices and fair, 
intelligent regulation. 

I send to you each my deepest expression 
of esteem and friendship. 

JOHN SLATER. 


Greatest Convention Ever 


“The most successful convention ever held 
under the auspices of the California Shoe 
Retailers Association” was practically the 
universal comment concerning our meetings. 
We had a fine attendance from retailers 
from every part of the state, and the trav- 
eling salesmen felt the need of displaying 
their merchandise, as a consequence of 
which, one hundred and seventy-five sam- 
ple lines were shown at the St. Francis 
Hotel. Not a small part of this very suc- 
cessful gathering may be attributed to the 
presence here of Messrs. Mittelman and 
Adler as well as Miss Hilda Rau. Those of 
us who did not know these people previ- 
ously were naturally delighted to make 
their acquaintance; those of us who knew 
them before were very glad indeed to wel- 
come them to the Pacific Coast in general, 
and California in particular. 

MELVILLE KAUFMANN. 








THERE was a time when the shoe man received his 
knowledge by practical experience. The knowledge 
gained was very limited compared with that required 
of the shoe salesman today. 

These old timers, however, possessed a lot of sterling 
qualities and the present trade may well look into the 
past and profit by some of their accomplishments as 
to health habits, enthusiasm, honesty, confidence, their 
interest in the customers, cheery greeting, remembering 
of names and knowing of stock. 

Many of the old school held their trade for genera- 
tions, selling the grandparents, fathers, mothers and 
the boys and girls all at the same time. Then came 
a period of specializing, when salesmen were taught 
to sell special types of shoe construction which limited 
their usefulness and necessarily narrowed their vision 
and filled them with prejudices, as they paid little 
attention to anything save one angle of sales approach, 
neglecting the broader field of popular demand. 

It took a first class depression to turn the shoe 
salesman’s mind to the importance of preparing him- 
self for better and higher service. Today an increas- 
ing number of men at the fitting stool are striving and 
working for the ultimate in shoe service and the shoe 
salesman is coming back into his own. He is receiv- 
ing help, information from manufacturers of materials, 
shoe machinery manufacturers, shoe manufacturer, 
orthopedic doctor. podiatrist, store owner and buyer. 
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Wallace B. Phelps 


who received his early training in the shoe business in 
Vermont and came to Hartford, Conn. as orthopedic 
shoe salesman for G. Fox & Co. Mr. Phelps managed 
the original Cantilever Shoe Shop, the first of a success- 
ful chain of stores. He is now connected with Sage Allen 
& Co., Inc., of Hartford, Conn., as assistant buyer, and 
has charge of the better grade shoes in this fast grow- 
ing department 
Mr. Phelps has given shoe talks and illustrated lectures 
on "The History and Romance of Footwear’ at women's 
clubs and schools throughout Connecticut. He also spoke 
recently at the State Convention of Podiatrists. 


The shoe salesman today is an authority to whom 
the store owner and customer may look for advice re- 
garding types of shoe, style, color, quality and con- 
struction best suited for wearers use. 


THE slogan “The customer is always right” may cost 
the store many dollars per year in adjustments if this 
advice and service is not up to a high standard of 
accomplishment. 

The salesman is familiar with shoe construction 
and knows when to show McKay, stitchdown, Goodyear 
welt or Littleway, the hand-turned, Compo or Sbicca 
method, and keeps posted on different lasts and pat- 
terns. He knows what heels are required, and he is 
able to measure the foot and classify the different 
types. There is an accepted standard of last measure- 
ments. Not all shoes are made on lasts designed to 
this standard. If all lasts fitted just alike, the prob- 
lem of measuring would be simple. 

The proportions of the modern turn and Compo 
lasts usually require a 1 size larger or a wider width 
fitting than welt shoes. S me stores prepare a chart 
giving differential allowances to be used in fitting vari- 
ous makes. 

An understanding of human nature is of great im- 
portance for the shoe salesman. He must handle with 
tact the customer who is practical, and searching for 
durability, the silent person drawing out his or her 
wishes, the girl in a hurry or the absent minded, the 
customer who is only looking, the society girl who 
wants the latest fashions, customer with a_ talkative 

[TURN TO PAGE 38, PLEASE] 


THE 
MAN at the 
FITTING 
STOOL 
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“gown TO THE Woon: 


AN IMPORTANT CONTRIBUTION 
TO IMPROVED SHOEMAKING 


[A] The Saddle Insole has become an important feature 
in the construction of several makes of arch support shoes. 


[8] The use of the “Down to the Wood” principle in last 
design has contributed materially to the effectiveness of 
a this feature. The last is grooved so that the insole saddle pa 
~~ fits perfectly into the recessed section of the last. 


[¢] By the use of this method the saddle fits closer and 
more snugly to the foot and gives added support. Unless 
this method is used the saddle has to be skived so thin 
in order to preserve the lines of the last that it is of no 
practical value in the shoe. 


UNITED LAST COMPANY 


BOSTON, MASSACHUSETTS 
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The Man at the Fitting Stool 


[CONTINUED FROM PAGE 36] 


friend, the woman with the fussy 
child, the undecided person, the girl 
who wants to make one pair of shoes 
do for several costumes, men, women 
and children of all ages and different 
temperaments and from all walks of 
life. 

He explains about materials and the 
advantage of using different leathers 
and tannages. He is a judge of qual- 
ity. Thorough knowledge of the differ- 
ent types of feet, their shape, contour 
and anatomy, is essential in knowing 
what may be expected of the shoe, the 
pathological effects and when the cus- 
tomer should be referred to a doctor 
for further help in case of abnormal 
foot condition. 

One doctor claims that he has traced 
over sixty ailments to foot trouble— 
some of the most severe being above 
the hips. 

Not all foot troubles are caused by 
improper shoes alone. There are many 
contributing causes of weakened arches, 
such as injury, malnutrition, over- 
weight. The person may have walked 
too soon after an illness and before 


the muscles had regained their tone.. 


Short hose and improper posture are 
contributing factors. 

The trained shoe. fitter impresses on 
his customer the fact that shoes must 
not be blamed for every foot ill. High 
heels have their place if worn for the 
purpose that they were intended and 
for part time only. 

The seasonal modes must be consid- 
ered and an understanding of color 
blending and matching) materials to 
complete the ensemble is very impor- 
tant. The shoe is a part of the cos- 
tume and ranks second in importance 
or next to dress or suit. 

The salesman convinces the wearer 
that he is advising correctly and points 
out the advantages of the correct shoe. 
In order to serve best, he spends enough 
time with the customer to find out 
what shoe is wanted and for what use 
it is to be worn. 

He limits the number of questions 
directed to the customer and takes ad- 
vantage of any remarks that the cus- 
tomér makes. Many times a word will 
give the tip that enables him to show 
what is wanted, and he wins the cus- 
tomer’s confidence. If he conducts him- 
self as an expert, the customer will 
accept him as such and be glad to take 
advantage of his advice. 

In the whole scheme of merchandis- 
ing shoes, from the gathering of raw 
materials to the delivery of the finished 
shoe, no job is more important than 
that of the man on the fitting stool. He 
carries out the ambitions, thoughts, re- 
search, plans and labor of scientists, 
manufacturers, merchants and thou- 
sands of workers, representing an in- 
vestment of millions of capital. 

Attractive advertising, expensive win- 
dow display, wonderful salesrooms with 
necessary fittings, experienced and 
high-priced buyers, who, with great 


thought have planned and brought to- 
gether desirable and well selected mer- 
chandise for the need and desire of the 
public, are all dependent on the sales- 
man for the final result. 

There are eight steps in the con- 
clusion of a successful sale: 1. Confi- 
dence; 2. Favorable attention; 3. Inter- 
est; 4. Appreciation of value; 5. Desire 
to possess; 6. Decision to possess; 7. 
Act of buying; 8. Satisfaction. 


School and College Girls 
[CONTINUED FROM PAGE 17] 


buy them. If she doesn’t, she won’t— 
and no amount of suggestive selling 
will persuade her. In other words, her 
policy on the sock question depends en- 
tirely upon what her crowd does. But 
the college crowd this year is decidedly 
sock-conscious, as proved by a recent 
survey conducted by Harper’s Bazaar. 

Since the last time the RECORDER 
mentioned knee-length stockings, the 
idea has gained fast momentum. Sev- 
eral new versions of the idea have been 
brought out in the past month. While 
primarily a Summer item, this garter- 
top hosiery has a place for evening and 
lounging wear, all the year around, 
particularly now that there are so 
many garterless, Lastex pantie-girdles 
on the market. Undoubtedly many girls 
bound back to school will include these 
novelties in their wardrobe. 

Another new idea which is gaining 
ground is the stocking knitted inside- 
out. The trick of wearing ordinary 
stockings reversed originated with the 
young crowd because they thought 
stockings looked sheerer worn that way. 
The idea has now been developed at a 
popular price in a reverse-knit stock- 
ing that has its seams finished off on 
the smooth outer surface. 


Play Up Whites in July 
[CONTINUED FROM PAGE 28] 


within the reach of the average shoe 
store. 

Even in sale time, the enterprising 
merchant will strive to make his win- 
dows as interesting and attractive as 


possible. The old idea that a clearance 
window needed no special planning and 
that any sort of arrangement of mer- 
chandise would do so long as price 
was played up prominently, is distinct- 
ly out of line with modern merchandis- 
ing practice. Retailers recognize today 
that it takes as much promotion to sell 
shoes at reduced prices as at regular 
prices; in fact, the special sale is usual- 
ly made the occasion for extra pub- 
licity effort on the part of the big de- 
partment stores. The theory back of 
this is perfectly sound. People do not, 
as a rule, buy things unless they need 
and want them, regardless of how 
“cheap” the price may be. But if you 


are putting on a sale, that gives you a 
strong extra talking point, and you 
should make the most of it by stress- 
ing not only the values your markdowns 
offer the customer, but also the attrac- 
tiveness of the merchandise itself. 

If shoes are to be made attractive in 
windows, they must be shown in an at- 
tractive environment, and the arrange- 
ment of the shoes must have the ele- 
ment of eye appeal which plays such 
an important part in retail selling. 

The backgrounds shown this week 
all suggest ideas that are sufficiently 
novel and eye-arresting to make people 
pause and look at your windows. And 
that gives you a fair chance to put 
over your story of style, use and price. 


Men's Novelty Hose 
[CONTINUED FROM PAGE 19] 


strong groups. The reasoning behind 
this is that it is hard for some custom- 
ers to add a quarter to their half dollar, 
while the customer who can afford 75c 
hose is more easily persuaded to add a 
quarter and get $11 hose. 

All in all, this Fall’s styles in hosiery 
offer splendid opportunities to the mer- 
chant who thinks of his hose in terms of 
the individual numbers, and who pro- 
motes his stock with this in-mind. If 
the stock is viewed as a group—just a 
motley assortment—there is bound to be 
a limitation in sales. One of the best 
assets which the manufacturer has 
given the retailer has been the crea- 
tion of designs, weaves, and names 
which stress the individual sock and 
give it- atmosphere. 


Unmasking the Cancellation Shop 
[CONTINUED FROM PAGE 15] 


“With the Retail Code Authority out 
of existence, the manufacturer would 
have no jurisdiction over the retailer, 
for while the manufacturer’s Code Au- 
thority can act upon the manufacturer, 
it cannot act upon the retailer under 
the codes. Therefore, if violation on the 
part of the manufacturer occurs, the 
Retail Code Authority, having juris- 
diction over the retailer, must step in 
and carry the matter forward from 
that point.” 

The Code Authority hesitates to term 
the practices outlined in this article as 
a “racket,” feeling that the misleading 
procedures are not sufficiently vicious 
to warrant such a strong designation. 
To label the actions of the proprietors 
of these shops as “careless” or “ig- 
norant” (to state the case mildly) is 
to continue to tolerate a deplorable 
condition. In the last analysis, the large 
majority of cancellation stores are de 
liberate masqueraders—and if one lift: 
the mask there is disclosed a very rea’ 
thorn in the side of a great industry. 

* * cal 

(In an early issue will be told th. 
story of the Commercial Frauds Bu- 
reau and its part in “Stripping th 
Mask from the Cancellation Shop.”) 
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Inaugurates New Service for 
Retailers and Department Stores 


Reproduction of the John R. Evans window display campaign for dealers, which has 
attracted much attention in the window of the Boylston Street store of the Stetson 
Shoe Co. This striking center panel is offset by effective placques, together with the 
display of skins of Ruby Kid leathers, and contains ten or more Stetson styles made 


of Ruby Kid. 


CAMDEN, N. J.—A new merchandis- 
ing campaign, featuring the shoes of 
nationally known manufacturers, call- 
ing for an attractive background and 
the display of its leathers, has been in- 
augurated by the John R. Evans Co., 
well-known tanners of Ruby Kid and 
other leathers. 

Launching the first stage of their 
campaign in more than 100 Stetson 
Shoe stores throughout the country, 
more than 85 per cent of the dealers 
have already expressed their eager- 
ness to cooperate with the Evans Com- 


pany and the attractive window display 
created for the featuring of shoes made 
by this well-known firm featuring 
Evans Ruby Kid. 

Finished skins of Ruby Kid occupy 
the most prominent part in the presen- 
tation, around: which are effectively 
displayed high style patterns of this 
leather. This campaign is to be car- 
ried on throughout the entire country, 
and will include all outlets stocking the 
shoes of nationally recognized manu- 
facturers featuring Evans leathers. 





Predicts Black for Fall 


Los ANGELES, CAL.—Black will come 
first in early Fall displays at the ex- 
clusive J. J. Haggarty “Elegant Foot- 
wear” department, according to Harry 
McLaughlin, manager. Browns will be 
close seconds with some blues, espe- 
cially navy blues to be worn with light 
blue costumes, coming into the picture. 

In materials kids will have the front 
row of seats with suedes in the second 
row, and Mr. McLaughlin expects to 
sell his percentage of gabardines to the 
long established, well-to-do clientele of 
this beautiful store. 

The 5-eyelet oxford is to have a spot 
position with all oxfords cut higher 


than in past seasons. Pumps will vie 
with oxfords but will have the minimum 
of decorative effects, a little bit of 
stitching to relieve austere plainness 
and a touch of patent leather to give 
a dash of life to the duller suedes. 
Perforations have gone into eclipse and 
shoes worn in September and October 
will not have known the push of the 
punch. 


New Baltimore Outlets 


BALTIMORE, Mp.—Adolph’s, a com- 
bined shoe and women’s wear shop, 
opened at 2331 East Monument Street. 
Glaser & Blaustein, 308 South Broad- 
way, recently added footwear. 


Godman Reports Good Trade 


CoLuMBus, OH1I0—The H. C. Godman 
Co. has received orders for the fall 
season, since the semi-annual sales con- 
ference, to such an extent that practical 
capacity production at all of the 19 
units of the company will be continued 
during July and August, it is declared. 
In fact orders far surpassed the ex- 
pectations of the company’s executives. 

To take care of the increased de- 
mand for woman’s popular priced arch 
shoes, the capacity of the two units 
making this line, one of which is located 
in Lancaster, has been increased 1000 
pairs daily. 

Shipments will start earlier than 
usual on fall orders it is declared by 
B. M. Crompton, salesmanager. The 
main bulk of the shipments will go for- 
ward in August, he said. 


DATES TO REMEMBER 


Boston Shoe Fair, Displays in Hotel Stat- 
ler and Copley-Plaza. 
National Convention’ Shoe Whole- 
salers, 
General Convention N. E. Shoe Re- 
tailers, 
Directors Meeting N.S.R.A., 
Harbor Outing, Boston 
Travelers Assn., 
All at Boston July 9, 10, Ih 
Boot and Shoe Travelers’ Assn. of New 
York, Annual Outing to entire shoe 
industry, Glenwood Landing, L. I...July 19 
New York State Shoe Retailers’ Annual 
Convention, Hotel Statler, Buffalo, 
Sept. 9, 10, II 
National Industrial Stores Association 
Annual Convention, Wm. Penn Hotel, 
Pittsburgh, Pa. .......... Sept. 10, 11, 12 
N.S.R.A. Style Conference, Hotel Astor, 
New York 
Spring (1935) Leather Opening, Hotel 
Astor, New York Sept. 24, 25 
National Shoe Retailers Association An- 
nual Convention (city to be announced 
later) Jan. 6, 7, 8, 9, 1935 
National Seasonal Opening, National 
Boot and Shoe Manufacturers Asso- 
ciation, St. Louis, Mo....Jan. 7, 8, 9, 1935 
Northwestern Shoe Retailers Regional 
Association Annual Meeting, Hotel 
Radisson, Minneapolis, Minn., 
Jan. 13, 14, 15, 1935 
Michigan Retail Shoe Merchants An- 
a Convention, Hotel Pantlind, Grand 
pids Jan. 20, 21, 22, 1935 
Middia Atlantic Shoe Retailers Associa- 
tion (city to be announced later), 
Jan. 21, 22, 23, 
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OR MEN 


WHO WANT STYLE 
PLUS Comfort 


“Trade Builder” Shoes have as their base the 

prime values of durability and comfort. These 

essentials are built into our dress shoes, so that 
sh 





1 
style 


ic, up 


appearance— 


is NOW available for merchants who want to 
offer their trade the utmost in real value. 


NEW! 


THREE STYLES IN-STOCK 


NO. 8 LAST 


Made of full grain Black Calfskin, first quality 
9-iron sole, 5-iron leather innersole, full grained 
calf quarter lining, steel arch support, Wingfoot 
rubber heel. 
$3.15 BLACK CALF $3.25 BROWN CALF 
$3.35 KANGAROO 

10c per pair extra west of Denver. 
“Trade Builders” are great fitters! 


QUICK SERVICE 


'ON, W. VA. 

W. L Smith & Co. 
CHICAGO, ILL. 

1H. Brandt & Sons 
CHICAGO, ILL. 
Keehn Bros. 
CHICAGO, ILL. 

R. L. Pennington 
CINCINNATI, OHIO 
Nadier's Inc. 
CLEVELAND, O. 
The Whitney-Roth Shoe Co. 
DENVER, COLO. 


The Jos. P Dunn Shos & Leather Co. 


M 


HUNTINGTON, W. VA. 
The Jeff Newberry Co. 
INDIANAPOLIS, IND. 
E. P. Bayless Shoe Co. 


LEXINGTON, KY 
Dry Geods Co. 


T.SHA 


LINCOLN, NEBR. 

Branch Bros., Inc. 

LOS ANGELES, CALIF. 
Stewart-Dawes Shoe Co., Inc. 
MEMPHIS, TENN. 

Wm. R. Moore Dry Goods Co. 
NASHVILLE, TENN. 
Neely, Harwell 6 Co. 

NEW ORLEANS, LA 
Duhon, Berry & Vinton, Inc. 
NEW YORK, N.Y. 

MT. Shaw Shoe Co. of New York 
OSHKOSH, WIS. 

1H. C. Roenitz Co. 

PEORIA, ILL. 

John Moser & Sons 
PHILADELPHIA, PA. 
Bell, Walt & Co., Inc. 
PITTSBURGH, PA. 
Newel! & Schneider Co 
SAQINAW, MICH. 
Michigan Shoe Co. 

ST. PAUL, MINN. 
‘Scheffer & Rossum 


W INC. 


N 
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What's New... 
in the Trade 


Products, Promotions, Inventions and Ideas 


New Shoes Demanded 


RENTON, WASH.—New shoes for 
those on local relief are being strongly 
advocated in this city, following a 
demonstration in which 50 men and 
women participated and demanded that 
the welfare society furnish no more 
unsanitary, worn and discarded shoes 
to the indigent. The demonstrators 
urged that it was impossible to properly 
fumigate such shoes and that all man- 
ner of contagious diseases may be 
transmitted by such means. Their cry 
that Renton shoe stores, well stocked 
and paying taxes every year, be 
patronized by the welfare agency, for 
furnishing“ brand new, sanitary, well- 
fitting footwear, is being supported 
even by conservative interests and tax- 
payers who have to foot the bill. 


New Window Backgrounds 


Los ANGELES, CAL.— Modernistic 
shelving running six tiers high and 
tables of matching design have com- 
pletely replaced all window fixtures in 
the new window lay-outs and back- 
grounds recently installed in Mandel’s 
shoe store. A feature of the late Sum- 
mer displays is a solid black back- 
ground and solid black floor with con- 
trasting cut-outs for seasonal emphasis 
silhouetted against the black walls. 
The pilasters, rounding and in beige, 
offer the only basic color reliefs to 
the black. 


Orderly Wall Display 


ALHAMBRA, CALIF. — J. Bornstein, 
proprietor of J. B.’s Brown-bilt store at 
110 West Main Street, finds himself sav- 
ing time and giving a much better ap- 
pearance to his store by a systematic 
scheme of wall display. 

Shoe boxes are pulled out about four 
or six inches on the shelving and a shoe 
from the box placed on top of the box. 
By pulling these out in a way that 
makes an orderly design of the whole 
wall neatness is introduced and yet the 
shoes are well displayed, each shoe so 
displayed being reasonably representa- 
tive of the shoes in its entire shelf sec- 
tion. 


New Stripping Idea 


Boston, Mass.—The strippers of 
leather have succeeded in producing a 
stripping, or narrow band of leather, 
with a facing that is printed in most 
any design or combination of colors. 
This picture stripping is used for 
trimming fancy shoes. 


New Bow Idea 


St. Louis, Mo.—Offering a finishing 
touch to the summer ensemble of ging- 
ham checks, and other conventional, tub 
frock patterns, Arthur E. Ebbs, presi- 
dent, Swope Shoe Company, has order- 
ed small, tailored bows to fasten on 
girl’s and women’s plain pumps, hav- 
ing the bows made to order of red and 
white and green and white silk checks, 
as well as solid colors. The item is not 
only selling well but has stimulated the 
buying of Summer footwear since al- 
most. any frock can be complimented by 
a bow of like color on the shoe, Ebbs 
says. The bows are part of the store’s 
window display. 


Linen Coats for Clerks 


SALT LAKE City, UTAH—Steve Huff, 
manager of the Keith O’Brien, Inc., 
Shoe Department, has outfitted all his 
clerks with white linen coats. “These 
are cooler than their regular suit coats 
and help keep the boys more present- 
able,” Mr. Huff stated, “They really 
look better for Summer wear and since 
they are more cool the clerks them- 
selves are in a better mood for selling 
—it has a good reaction on both cus- 
tomers and clerks.” 


Shine on Your Shoes 


LYNN, Mass.—Shoemakers here com- 
monly use a brush wheel, motor driven, 
for brushing soles of shoes to polish 
them up, and the fellows with a bump 
for invention are now talking of set- 
ting like brushes in the floors at en- 
trances to houses, stores and other 
buildings so that they who enter in may 
first brush the dust off the soles of their 
shoes by applying said soles to the 
brush wheel as it revolves on the level 
of the floor. 

The Japanese idea of keeping floors 
clean is to slip off the street shoes be- 
fore going into the house. The Lynn 
inventors claim that a brush in the floor 
would lessen the labors of housekeep- 
ing by 37% per cent. 
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About People 


Stages a "Scotchman's Picnic" 


SEATTLE, WASH.—Proverbial love of 
the Scot for thrift epitomized the 
“Scotchman’s Picnic” staged late in 
June by Cliff Armstrong. Against a 
plaid background, for this special clear- 
ance, smart, sophisticated styles were 
depicted. Everyone was given a lit- 
tle “purse moth” symbolizing the thrift 
of the Scotchman, and in order to give 
symbolic effectiveness to the assurance 
of Mr. Armstrong that the values 
represented would even make a Scotch- 
man open his purse and the moth fly 
out. An exact copy of Sandy McTight’s 
long-locked purse was given to custom- 
ers of this “feast of bargains,” or 
Scotchman’s picnic, as the special sum- 
mer clearance was termed. 


M. J. Floun Promoted 


St. Louis, Mo.—M. J. Floun has been 
made manager of the I. Miller store, 
where he has been on the selling force 
for a year. Previously Mr. Floun was 
with O’Connor & Goldberg, Chicago, 
for ten years. 


Belyea Resigns 


BROCKTON, MaAss.—Fred S. Belyea, 
widely known manufacturing executive, 
for the past year vice-president and 
sales manager of the Brockton Coopera- 
tive Shoe Corporation, has resigned. 
Mr. Belyea, in the comparatively 
short time he has been with this Brock- 
ton factory, enjoyed an unusually large 
run. He was for years identified with 
the L. A. Crossett Company, and is re- 
garded as one of the most successful 
producers among the manufacturing 
executives in the Eastern section of the 
country. 


Norman Shoe Store Moves 


CANTON, OH10O—Norman Shoe Com- 
pany, many years at 327 Market Ave- 
nue N., will vacate its present loca- 
tion soon after July 1. Company offi- 
cials said they expected to announce 
their new location within a few days. 
The store specializes in women’s foot- 
wear and hosiery. 


Douglas Making $3.50 Grade 


BrockTon, MAss.— Following an 
agreement between the officials of the 
W. L. Douglas Shoe Co. and the local 
shoe workers’ union, the Douglas Co. 
will make all the lower grade men’s 
shoes in their own plant in Brockton. 
This will result in full time employ- 
ment until the end of the year for the 
present 1400 employees of the com- 
pany, it is expected. 

The shoes which were formerly made 
in the factories of the Endicott-Johnson 
Shoe Co. in Bingham are known as the 
$3.50 retail grade and are to be dis- 
tributed through the Douglas stores 
and the Douglas dealer outlets. 
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Entertains Managers 


York, Pa.—Mahlon N. Haines, owner 
of the chain of shoe stores which bears 
his name, entertained his managers and 
their assistants at dinner on June 21, 
after the annual meeting of the man- 
agers held in this city. The affair was 
held on Mr. Haines’ “Wizard Ranch,” 
about 10 miles out of town. 


Air Conditions Store 


ATLANTA, GA.—The Nettleton Shoe 
Department, at Zachry’s, becomes the 
only air conditioned shoe department 
in Atlanta, and one of the few in the 
South, equipment having just been in- 
stalled and put into operation on the 
first two floors of the Zachry store. 
Paul Ballenger, manager of the de- 


partment, predicts that the air con- |. 


ditioning system will increase business 
for the shoe department very materi- 
ally, due to greater comfort of cus- 
tomers while being fitted. 


Store . 
Changes 


College Shop Opens 


DurHaM, N. C.—In the opening of 
the College Shop, a shoe store handling 
a complete line of ladies’ novelty shoes, 
this city has recently added another 
retail establishment of distinction. 
Messrs. C. R. Peacock and R. H. Wat- 
kins (the former, president; the latter, 
proprietor) state that they have en- 
joyed consistent patronage since the 
opening in April. Both C. R. Peacock 
and R. H. Watkins have been in the 
shoe field for a good many years. 


Adds Shoe Department 


CoryDoN, IowaA—The Graham de- 
partment store is adding a new shoe 
department, according to I. F. Syers, 
manager. New fixtures are being added 
to accommodate the expansion. Shoes 
have not previously been handled with 
the exception of a small stock of in- 
fants’ shoes. 


Gallenkamp Chain Expanding 


WasH.—A flock of new 
shoe stores of the Gallenkamp chain 
are soon to enter the Northwest. Two 
will be opened in Seattle early in the 


SEATTLE, 


Fall. A. A. Gallenkamp has chosen 
two strategic sites in Seattle, and is 
now carrying out negotiations for the 
opening of stores in Tacoma and 


Everett, other cities of Puget Sound.. 


The company has already a chain of 
85 shoe stores on the Coast, and plans 
considerable expansion in the State of 
Washington, being entered through 
Seattle. 
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Whats 
Selling 


Popular Camping Footwear 


Boston, Mass.— More than 10,000 
boys and girls are off to Summer camps. 
That’s 2000 more than a year ago. 

Every one of the youngsters has a 
special outfit of footwear, camp ox- 
fords, hiking boots, sport shoes, sneak- 
ers for tennis and rest time slippers, 
also rubbers—it being according to 
camp requirement. 

A new type camp shoe is built like a 
moccasin of stout elk. An outsole, with 
a heel lift, is sewed to the bottom of the 
moccasin with a double seam, and the 
lift is also staple fastened. 

Another new idea is that of a camp 


boot made of an almost white elk* 


leather, treated to make it resistant to 
dampness in the woods and also 
scratches from the undergrowth. 

There are a score and more of spe- 
cial types of camp shoes. 

This Summer camp season extends to 
late August, and it will be followed by 
the Fall camping, fishing and hunting 
season, and then winter sports. A four 
season program for footwear. 

The college outing clubs already are 
choosing delegates for the international 
camp conference to be held in early Sep- 
tember on the sides of Mount Washing- 
ton. Headquarters will be established 
in Great Gulf, the Lake of the Clouds 
and Madison huts. Delegates will have 
to hike several miles each day from 
camps to attend the convention on the 
mountain side. 





Newspaper Boosts Blue Shoes 


SEATTLE, WASH.—Local shoe stores 
received a break from the “Seattle Post- 
Intelligencer,” when this newspaper 
devoted a half page news feature to the 
new current styles in women’s shoes. 
Blue shoes were featured in the style 
story and in the styles illustrated. 





Predicts Fabrics for Fall 


DENVER, CoLo. — Max Lackner, shoe 
buyer for the Denver May Co., predicts 
a good Fall business with fabrics pre- 
dominating. “We look for Denver to 








accept this style very readily,” he says. 
“And, it seems sure that a lot of shoes 
will be bought this Fall.” 





Inexpensive Shoes Featured 


Fort WortH, Tex.—The Fair Com- 
pany department store, rather than fea- 
ture its inexpensive women’s shoes in 
the basement, has them on sale in a 
small shop on the same floor with 
sportwear, infants’ and children’s cloth- 
ing, and children’s shoes. Women who 
have families to clothe are the ones 
most interested in inexpensive shoes 
and to them the “Fair Deb Shoes” ap- 
peal most. The shop is in the center 
of the floor surrounded by a low “fence” 
with entrance at one end. Women’s and 
misses’ shoes are sold on one side of this 
enclosure while children’s are sold and 
fitted on the other side. Displays and 
signs indicate which is which. 





Sandals for Evening Wear 


HAVERHILL, MAss.—Having experi- 
enced the largest and most successful 
run in its history on sandals the past 
season, President Rouis F. Hartman of 
the Hannahsons Shoe Company, Haver- 
hill, predicts a similar run on novelty 
patterns for evening wear this Fall. 
This well-known firm is just complet- 
ing an exceptionally long run on light- 
weight novelty sandals, and reports 
from their salesmen now in the field 
indicate a marked demand for sandals 
for evening wear throughout the entire 
Fall season. Hannahsons Shoe Com- 
pany attributes their exceptional sales 
in this direction to the fact that they 
were one of the first manufacturers to 
perfect a special sandal pattern, with 
special lasts, to assure perfect fit. 





Newest Combination-Sale 
Feature 


SEATTLE, WASH.—Sandals with bags 
to match are the newest combination- 
sale features of Harry Perkins. Suc- 
cessfully introducing the “Barouche,” 
as the Summer’s most sophisticated 
sandal with smart heel and sport tie, 
composed of white buck combined with 
brown calf, or white homespun and 
white morocco, he featured bags of the 
same matching materials. 
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Patents for Autumn 


Los ANGELES, CAL.—H. C. Wolfson, 
manager of the Mandel store, a store 
selling women’s $4.00 to $8.00 shoes, 
is preparing for a Fall demand for all- 
over patent leathers. Mr. Wolfson be- 
lieves that in his price range the de- 
mand during the last half of August 
for patents will total 10 per cent of his 
sales and the September demand will 
be 15 per cent of his sales. 

He looks for the suede demand to 
come a little later in the season than 
might generally be expected and looks 
for kids to out-distance suedes during 
the first month of the Fall season. 

In his field Mr. Wolfson expects 
black to stand first in colors, with 
brown second and a reasonable demand, 
though not a large demand for blues. 
He is not preparing for a demand in 


grays. 





Suede Trims Outstanding 


Detroit, MicH.—A continuation of 
high styling for fall was predicted in 
women’s shoes by Frank Wood, stylist 
of R. H. Fyfe and Company. Suede 
trims is predicted as the outstanding 
style, closely followed by cloth and 
fabric shoes with trims. 

In Wood’s opinion, both walking and 
dress type heels will predominate in 
about even numbers. Black and brown 


are expected to return as the old stand- 
bys in colors, with an absence of the 
extreme novelty types of the past sea- 
However, a fair smattering of 
is expected. 


son. 
both greens and blues 








These are perfect molds in wax made from 
human feet. These feet with other develop- 
ments of interest to a foot suffering public, 
are on display at Dr. Scholl's exhibit in the 
Hall of Sci , Century of Progress. 
They are finished in flesh color and such 








Feet As the Fair Finds Them 


conditions as soft corn between the toes, 
hard corns on the toes, inflamed, sore looking 
bunion and varicocele were painstakingly and 
truthfully wrought into these wax feet. 
Private fitting booths at the Fair give foot 
comfort service—and the most modern equip- 









ment has been installed to provide temporary 
relief from hurting corns, callouses, buniors, 
for strain—by complete and thorough me:- 
sages and therapeutical treatments. 

The Dr. Scholl exhibit is more than duplice'- 
ing their last year's success. 
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“The comfort, durability, and smart appearance 
of footwear, whether for sport or dress, depend 
largely upon the quality of the hidden parts of the 
shoe . . . The fusing qualities of Celastic insure a 
smooth, comfortable toe, free from wrinkles. The 
smart lines of the last are faithfully reproduced 
and maintained in the toe of the finished shoe. 
Celastic Box Toes are now universally used by 
manufacturers in all price fields. 


UNITED SHOE MACHINERY CORPORATION 


Boston, Massachusetts 
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THE QUALITY BOX TOE 
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How's 
Business 


Retail Sales in Massachusetts 


WASHINGTON, D. C.—Retail sales in 
Massachusetts increased 10 per cent 
during the first half of June as com- 
pared to the corresponding period a 
year ago, according to figures released 
by the Bureau of Foreign and Domestic 
Commerce. For the entire month of 
May there had been an increase of 9% 
per cent. 

These data are based on returns from 
864 firms and were compiled by the 
Boston Federal Reserve Bank in coop- 
eration with the Department of Com- 
merce. 

All of the eleven groups for which 
figures are presented show increases, 
except the automotive group in which 
there was a decline of 1% per cent. A 
very substantial gain of 45 per cent 
was registered by the coal group which 
also had reported the greatest increase 
in sales for the entire month of May. 

Although eight of the groups showed 
less favorable comparisons with 1933 
than were given in the report for May, 
the percentage increases for the re- 
maining three groups registered suf- 
ficient impovement to show a slight 
increase in the total. Of the 864 firms 
reporting, increases were shown by 575, 
decreases by 203, and no change by 86. 


Heavy June Ordering 


NEw YorK, N. Y. 
— “Business writ- 
ten during June 
1933 was the best 
we had experienced 
in five years, but 
June of this year 
put those sales re- 
cords in the dis- 
card,” emphatical- 
ly stated Jack Gal- 
way, vice-president 
in charge of sales 
of the C. P. Ford 
Shoe Co., Roch- 
ester, when seen at his office in the 
Marbridge Building. 

Continuing he said, “Spectator Sport 
types are outstanding for the August 
15th openings. Furthermore, they will 
continue to be good all through the late 
Fall selling. This is one kind of shoes 
on which retailers will make some real 
money this year, on account of the 
popularity of the type of shoes and the 
length of the selling season. 

“Suedes will repeat in about the 
same volume as last year, viewing the 
country as a whole. Perhaps we will 
not get the bad break experienced by 
the unexpected rough weather in 
October as we did last year. That, how- 
ever is one of the hazards of shoe mer- 
chandising, to which all buyers are 
fully aware.” 


JACK GALWAY 
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Trade 
Doings 


General Johnson Answers 


Darrow Review Board 


WASHINGTON, D. C.—In a letter to 
President Roosevelt, General Hugh S. 
Johnson submitted his reply to the 
criticism of the NRA, made in the sec- 
ond report of the Darrow Review Board. 
General Johnson’s defense of the shoe 
Code was made in three of the para- 
graphs as follows: 

“One of its two attacks on the Boot 
and Shoe Code was that it did not 
shorten the credit terms existing in the 
industry prior to the Code. Over vio- 
lent protest of its consumers advisory 
board, NRA tried to persuade the in- 
dustry to do this. These long existing 
terms favor consumers and _ better- 
financed companies. A change would 
favor companies with less capital, but 
this is not the kind of provision NRA 
has any right to impose. 

“The other of these two attacks was 
on a clause curtailing the number of 
style shows, shoe fairs and other exhibi- 
tions sponsored by associations and in 
practice obligatory, entailing heavy 
fees. This is a racket, said to have cost 
the industry $2,000,000 a year. On these 
two charges, the Boot and Shoe Code is 
viciously attacked. 

“As an added fillip, is a statement 
that some ‘unrevealed and mysterious 
agency’ changed the Code. The record 
shows this to be a fabrication out of 
the whole cloth.” 


Shoe Jobbers Move 


NEw ORLEANS, La.—Duhon, Berry & 
Vinton, shoe jobbers, who for the past 
four years have been doing business at 
217 Tchaupitoulus Street, have moved 
into their new place of business at 111 
Decatur Street, near Canal Street. 
They are now right in the wholesale 
shoe district, their new quarters being 
a four-story building. The office and 
sample rooms are on the ground floor, 
while on the three upper floors are the 
stock rooms. 


® * 
WEDNESDAY 
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Whats 
Selling 


Los Angeles Volume Styles 


Los ANGELES, CAL.—-The Wetherby- 
Kayser stores are showing some novel 
creations in kid. One of these which 
proved popular was a white buckle 
pump with continental heel. This num- 
ber was very plain with a wide strap 
and buckle at the upper edge of the 
vamp across the instep and carrying 
the very minimum of perforations. A 
companion number was a strap shoe of 
unusual design, the strap across the 
instep being highly decorated with 
stitching and being anchored at the 
ends to a perpendicular loop strap. 
Both of these were priced at $7.00. 

A blue kid with elaborate perforation 
design and gray underlay, the whole 
set off with a single eyelet tie and very 
high heel, sold well to the younger 
women. A cut-out T-strap sandal, 
features of which were a closed toe 
with unusually large cut-out openings 
on the vamp, sold well to the girls of 
graduation age for formal occasions. 
These last two were priced at $9.50. 

In the Innes shoe stezes sport shoes 
which seemed to know the game of 
swank and comfort were given a big 
inning. A shawl tongue oxford of white 
buck with two layer soles, and with up- 
pers in two tones of tan elk went over 
big with prospective vacationists. A 
two-tone tie in white buck with white 
crushed or brown crushed calf trim, 
five eyelets, sold well for similar pur- 
poses, priced at $8.50. In dress shoes 
Innes stores sold a large number of 
clever ties, dyeable, in white suede 
either with white or brown stitching, 
while both navy and brown gabardines 
with white stitching made a good ap- 
peal, priced at $8.75. 

The C. H. Baker stores had good luck 
with a medium price T-strap in white 
kid punched with fairly large holes 
to let in the breezes and a “sensible” 
boulevard heel—a shoe now being worn 
about town, with sports outfits, and 
for walking. 

For sports wear Bullock’s-Wilshire 
pushed four or five special numbers, 
all short vamps in buck, one with a 
strap and buckle partly concealed ly 
the shawl tongue proving especially 
taking. 


Add Men's Style 


According to the stores along New 
York’s Fifth Avenue, the smart col- 
lege men this coming Fall will change 
their “shoe uniform” from the plain 
toe, while elk or buck, black saddle 
type to a dressy white buck, wing tip, 
leather sole. Belief that this style is 
assured is borne out by the orders that 
have been placed for Aug. 15 delivery 
by these Fifth Avenue buyers, who are 
seldom wrong. 
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Celebrates Fourth Anniversary 


New ORLEANS, LA.—F rank Pelicano 
has just celebrated his fourth anniver- 
sary at the La Salle Shoe Store. Four 
years ago he opened a small store at 
3205 La Salle street. This business has 
grown so that today he has a most mod- 
ern store. A big stock of popular 
priced shoes for women and children 
are carried. 


FRANK PELICANO 


Wholesale Prices Strong 


WASHINGTON, D. C.—The Bureau’s 
index number of wholesale commodity 
prices showed a further strengthening 
and advanced by one-half of 1 per 
cent last week to the highest level 
reached since March, 1931, according 
to an announcement made by Commis- 
sioner Lubin of the Bureau of Labor 
Statistics of the U. S. Department of 
Labor. The current index is at 75.0 
per cent of the 1926 average. 

“The rise in the general average of 
wholesale prices during the past month 
has been nearly.2 per cent,” Mr. Lubin 
said. “Present prices are more than 
15 per cent above the level of the cor- 
responding week of 1933, when the in- 
dex was 65.1 and slightly more than 
17 per cent higher than two years ago, 
when a level of 64.0 had been reached. 
The increase since the first of the year 
has been 6 per cent. 

“Marked advances in market prices 
of livestock, poultry, cotton, hay, pea- 
nuts, butter, cornmeal, rye flour, fresh 
meats, raw sugar, leather, cattle food, 
copper sheets, bar silver, cast iron pipe, 
and burlap were largely responsible for 
the present rise. Of the ten major 
groups of commodities covered by the 
Bureau, five showed advances, four re- 
corded decreases, and one, textile prod- 
ucts, remained at the level of the week 
before. The important group of ‘All 
Commodities other than Farm Products 
and Foods’ showed a minor decrease.” 
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Women's Shoes 
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THE PUMP WITHOUT A GAP 


GENUINE COMPO PROCESS 


IN STOCK 
Kafr Calf 





Regent and Seamless 
High and Baby Louis 
AAA to C 


BETT SHOE CO. 
58 N. 4th St., Philadelphia, Pa. 











KUSH-IN-EZE 


HAND TURNED 


FOOTWEAR 
IN STOCK 


eee 


Ne. 156 Black 
Kid $2.35 


—s~ 


No. 401 Black 
Kid $1.85 


SEND FOR CATALOG 


VAUGHAN-TOWLE CO. 
WAKEFIELD, MASS. 
(Division of L. B. Evans’ Son Co.) 


v 
v 
v 
¥ 
v 


v 
v 
¥ 
v 
v 


v v 





A continued strengthening of prices 
of hides and skins and leather caused 
the hides and leather products group to 
move upward by six-tenths of 1 per 
cent. The miscellaneous commodity 
group increased by three-tenths of 1 
per cent. The chemicals and drugs 
groups showed a fractional advance 
due to the upward movement of prices 
in the drug subgroup. 
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Spats 
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MOST INE 
DEMAND 


Consistent advertising, ae 


chandising “helps, attrac. 
tive packages and excel- 
lent display — bese 
you to sell m in 

able volume. 





1934 soleetion 

styles and sizes vA STOCK 
FOR EDIA E- 
LIVERY. Write, NOW 
for samples and prices. 
The Williams _ Co., 
Portsmouth, Ohi 


BOND 
STREET 
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Children's Footwear 
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MRS. DAY’S IDEAL BABY SHOES 
infants’ Soft Soles 
Intermediates ....... 1-5 
Flexible Hard Soles. .2-8 


Send for In-Stock 
Catalog 


MRS. DAY'S a BABY 
Locust St. | Danvers, Mass. 




















Flies to Market 


Cuicaco—Perry Cohn, general man- 
ager of Lockett Shoe Co., 19 South 
Wells Street, Chicago, has just re- 
turned from a trip to Eastern markets. 
Mr. Cohn flew East in less than six 
hours. He has added more shoes to the 
company’s line and reports an excellent 
business. 


Phil Frank Going Strong 


Phil Frank, who bears the reputa- 
tion of being the oldest shoe traveling 
salesman with the youngest looking 
line, is now on his perpetual swing 
around the trade for the Keystone Slip- 
per Co. of Philadelphia. Mr. Frank cov- 
ers all the larger cities east of the 
Mississippi with his line of “Fast Shoes 
for Snappy Women.” 


Miles with Ellis Shoe Co. 


NASHVILLE, TENN.—E. M. Miles, 
well-known shoe man, has become affil- 
iated with Ellis Shoe Co. Mr. Miles 








has been in the shoe business for 17 
years. 
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On the selling end 


News of the Travelers and Sales Activities 


Boston Shoe Travelers’ Outing 


Boston, Mass. — The Boston Shoe 
Travelers’ Association held a pep meet- 


‘ ing at the Essex Hotel on Saturday, 


June 30. At this meeting final arrange- 
ments were made for the annual outing 
and harbor sail to be held July 9, the 
opening day of the Boston Shoe Fair. 
The meeting was well attended and 
enthusiasm was the prevailing spirit. 
The meeting was called to order by the 
president of the association, George A. 
McIntire, who outlined the program 
and called on the chairmen of the vari- 


‘ ous committees to report. Among the 


outside speakers was Thomas F. Ander- 
son, secretary of the New England 
Shoe & Leather Association. 

Committee chairmen reporting were: 
Henry P. McNulty, contact committee; 
Thomas A. Delany, publicity commit- 
tee; Henry P. McNulty, registration 
committee; Guy R. Small, dinner com- 
mittee; Harold W. Hunter, luncheon 
committee; James G. Lunney, refresh- 
ment committee; Charles E. Joss, re- 
freshment committee (assisstant chair- 
man); Clarence.H. Cogswell, sports 
committee; Clarence Chapman, sports 
committee (assistant chairman); Fred 
Pacifici, sports committee (asst. chair- 
man); H. C. Dickey, sports committee 
(asst. chairman); Lester E. Packard, 
sports committee (asst. chairman) ; 
George D. Tucker, transportation com- 
mittee; George J. Loveley, transporta- 
tion committee (asst. chairman); A. P. 
Richards, music committee; James Mc- 
Hugh, ticket and printing committee; 
William Noll, boat ticket committee; T. 
E. Murphy, prize awarding committee, 
and John S. Whittemore, harbor dis- 
play committee. 


New Wholesale Firm 


KNOXVILLE, TENN. — A new whole- 
sale shoe firm known as Corkland-Rick- 
etts Shoe Co., Inc., has been organized 
here. J. B. Corkland is the president 
and treasurer. Associated with him is 
J. Henry Ricketts, who was with the 
Peters Shoe Co. for 20 years as sales- 
man. Ricketts is vice-president and 
sales manager and will handle the Ten- 
nessee trade. 

The new firm will represent these 
factories in the Southern territory, 
William Brooks Shoe Co. of Nelsonville, 
Ohio; Saco-Moc Shoe Corp., Saco, Me.. 
and Fein and Glass Shoe Co. of Read- 
ing, Pa. 

Salesmen and their districts are: 
Walter L. Wright, Atlanta, Ga— 
Georgia and Florida; Harry Ausmus, 
New Tazewell, Tenn.—Kentucky; L. 
H. Sturm, LaFollette, Tenn.—Ohio, 
West Virginia; W. R. Keech, Belhaven, 
N. C.—North and South Carolina; and 
L. C. Self, Dixon, Tenn —Alabama and 
Mississippi. 





Denham Heads New Division 


W. H. Denham, for years a member 
of the firm of Barney, Capen and Den- 
ham Co., is now identified with the Old 
Colony Shoe Company and is on the 
road. He will act in the capacity of 
head of the Barney, Capen and Denham 
division of this well-known South Shore 
factory, of which Isadore Tarlow is 
president. Recently Mr. Tarlow pur- 
chased the lasts and patterns of the 
Barney, Capen and Denham Co., 
which for years enjoyed the patronage 
of many nationally known key retailers 
and department store buyers. It is said 
present plans call for his representing 
his new firm throughout the country 
with patterns of the old Barney, Capen 
and Denham line. 


H. H. Kaye, Packard 
Representative 








HENRY H. KAYE 


Henry H. Kaye, who recently resign- 
ed as men’s shoe buyer at Sak’s Herald 
Square store is now representing the 
M. A. Packard Shoe Co. of Brockton 
in New York City and the metropolitan 
area. His headquarters are in room 
815 Marbridge Building. He is carry- 
ing the complete line of Packard men’s 
and boys’ welts. Kaye reports that the 
Packard line of “Skokies” as developed 
for Fall is being well received by the 
trade. 


Snow With E. E. Taylor 


Charles W. Snow, for many years 
identified with the Forbush Shoe Com- 
pany or North Grafton, Mass., is now 
representing the E. E. Taylor Corpora- 
tion of Brockton, in the Middle Western 
territory. 
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A. O. Day Resigns 


DETROIT, 
Mic. — A. O. 
Day, general 
manager of R. 
H. Fyfe and 
Company, has 
resigned. He 
was with the 
company for 
thirty-five years, 
most of this 
time, it is stated, 
in his last posi- 
tion. He was al- 
so an executive 
vice - president. 
He has stated 
no plans for the 
future, but is planning a vacation for 
some time at his farm near Adrian, 
Mich. 

Plans for changes in the organiza- 
tion of Fyfe’s, following Mr. Day’s 
resignation, were indeterminate at 
present. 


E-J Sales and Profits Up 


New YorK—The report of Endicott- 
Johnson Corporation for the six months 
ending May 25 showed a net profit, 
after provision for income taxes and 
all charges, of $889,459, equal, after 
preferred dividend payments, to $1.69 
a share on 405,360 common shares, 
against $855,184, or $1.59 a common 
share for the six months ending June 
3, 19388. Net sales amounted to $26,- 
820,899, as compared with $18,765,537. 


A. O. DAY 


New Men's Store 


PORTLAND, ORE.—Dan Bowman 
opened a men’s shoe, hat and haber- 
dashery store on Southwest Morrison 
Street. The new store is of very 
modern design and emphasizes quality 
shoes in the special department, which 
has been stocked with complete lines 
of men’s shoes. 


THIS WEEK'S BOUQUETS 





Liked the June 16 Issue 


Your last number of the Boot & SHOE 
Recorper is, I think, one of the most meaty 
numbers you have had for some time. 

Your editorial is excellent. The issue is 
full of shoe news of the Coast, and brimful 
of interest to the man who is interested in 
his business. 

I shall put this number in my library as 
a reference for the future. 

A. H. Geuting, Philadelphia. 


Claude Brown On Road 


Claude Brown, who has managed de- 
partments in a number of department 
stores, has gone on the road for Rich 
Vogle Shoe Co. His territory will con- 
sist of Alabama, Tennessee and Ken- 
tucky. 


Old Timers At Outing 


New York, N. Y.—A special effort 
is being made by the committee in 
charge of the coming outing of the 
Boot and Shoe Travelers Association 
of New York to bring out all the old 
time shoe travelers and buyers who in 
the past always attended these well 
known affairs. Some of the addresses 
of the “old time regulars” have been 
lost, but an earnest effort is being made 
to get the word to all interested. Sec- 
retary Charles V. Havrank lets it be 
known that all are invited, whether or 
not they receive personal invitations. 

The outing this year will be held at 
Karatsony’s, Glenwood Landing, down 
Long Island on Thursday, July 19. 
Transportation will be provided for all. 
Headquarters of the New York Shoe 
Travelers are in the Marbridge Build- 
ing, Thirty-fourth Street and Broad- 
way. 


Long Men's Sport Season 


BIRMINGHAM, ALA.—With mid-sum- 
mer at hand there appears to be no in- 
dications of a let-up in the sale of 
men’s sport shoes, a survey reveals. 
Because of a late Spring most of the 
shoe merchants believe sport shoes will 
be good much later than was the case 
last year. 

This Summer the sale of solid white 
exfords has been the best in three 
years. As a matter of fact they have 
been close to a rage among the younger 
men and even boys. Combinations have 
not been such hot sellers because most 
of the men who buy sport shoes like to 
be in style. 


Changes Position 


BIRMINGHAM, ALA.—The children’s 
department of Burger-Phillips is now 
under the management of H. T. Cones, 
who formerly managed the sales de- 
partment at Loveman, Joseph & Loeb. 


New Shoe Factory 


New LEXINGTON, OHI0O—Papers have 
been filed with the secretary of state 
chartering the Lexington Shoe Co. 
with a capital of $75,000 divided into 
1500 shares with $50 par value each 
to operate a shoe factory here. The 
company will produce a line of women’s 
shoes. Incorporators are J. Elmer 
Jones, R. A. Grieve and George E. 
Landis. Mr. Jones, who will be presi- 
dent and general manager, was asso- 
ciated with the H. C. Godman Co. for 
many years as a director, vice-presi- 
dent, secretary and salesmanager. The 
company will get into production some 
time in July. 
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Riding Boots 


SO 6 6 6 





LARGEST 
BOOT STOCK 


in America 
Domestic and Imported 
For Immediate Delivery 
Men, Women & Children’s 
Boots for Riding 


Field, Hunting, Aviation 
Also Jodhpurs & Jodgores 


Complete Catalog 
R-7 on Request 


COLT 
CROMWELL CO. 
1239 Broadway 
New York City 








JUSTIN BOOTS 


A comrteret aaa mops STYLES IN 
‘OCK AND CUSTOM MADE 


Riding, Cowboy and Lace Boots yt) 
Write for Ci 


RH. J. JUSTIN & SONS, Inc. 


FORT WORTH, TE: 





\ RIDING BOOTS 
IN-STOCK 


For Men, Women and 
Children—also 
Jodhpurs and Field 
Boots. 


Write for catalog. 








Hendrick On Style Trip 


PORTSMOUTH, OHIO — Joseph Hend- 
rick, manager Portsmouth Last Divi- 
sion of Vulcan Corporation, has re- 
turned from a trip to New York, Bos- 
ton and Vulcan’s Johnson City, N. Y., 
plant where he gathered data on style . 
tendencies for fall and winter. C. M. 
Madden, Vulcan salesman covering Mil- 
waukee and the Northwest, was a visi- 
tor at Vulcan’s Portsmouth plant last 
week working out new last samples for 
his trade. 
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ONE WAY TO INCREASE 
YOUR VOLUME OF BUSINESS... USE 
RECORDER WINDOW DISPLAY CARDS 





To Display Your Shoes 


effectively—you must merchandise 


Your Display 


VVVVVVVVVVVVVVVVVVVVVY 













—AND WHAT FITS 


SUMMER PICTURE 


so 
Into THE 





JULY 


Pale green board; design in 
dark green and bright yellow. 


Size: 8” x 14” 


COMPLETE TEXTS 


sent on request 
4 cards—Women’s Shoes 
2 cards—Men’s Shoes 
1 card—Children’s Shoes 
1 card—Hosiery 
6 cards—On Store Service, 
Fitting, Quality, Ete. 


Single Cards: 60¢ each 





RECORDER SHOW CARDS and COLORFUL PRICE 7:4 


TICKETS DO THIS IN A SOUND, 
CONSTRUCTIVE WAY. 


Samples sent on request 


Without Text: 35¢ each 











July price ticket — 
same coloring as 
above show card. 


To non-show card sub- 
scribers at prices 


listed below. 
Size 144” x 234” 








‘it 


i 






$795 
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; 




















“F": Three shades “I”: Pale green “G”": Lavender and “E”: Lavender “Z": Orange and “O": Kuse design 











¥ 
PeoRORR 








ef lavender. design on buff. green design on and blue on white green design on on light tan. Sascsenune 
peach background. board. corn-color board. 


Size 1%” x 234” 








Attractive Hand Lettered Price Tickets 
IN ALL DENOMINATIONS AND BLANK. OTHER DESIGNS IN STOCK 
WITHOUT STORE NAME: 6 dozen @ $1.10, 12 dozen @ $2.00 
WITH STORE NAME: 100 tickets @ $3.00, 200 @ $5.00 
“J’—Polly Clips for tickets: \% gross $2.25 
(adjustable—tilts at any angle) 1 gross $4.00 
“K”—Shoe Carton Tickets: 500 @ $1.25, 1000 @ $2.25 
CHECK WITH ORDER, PLEASE, unless C.O.D. preferred 
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When writing advertisers please mention Boot and Shoe Recorder 
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DO YOU WANT 
SIX TIMES MORE PEOPLE 


TO STOP AT YOUR WINDOW ? 


IF INTERESTED, WE WILL TELL YOU HOW: 


ORE SHOES| 


Annual Display Card Service 
Ineludes 
EXCLUSIVE FRANCHISE is given with annual card service 


to one merchant in an average size town, suburb or city shop- 
ping center. 


STORE WINDOW BULLETIN, supplies merchandising and 
display suggestions each month. 


SPECIAL CARDS, with wording as wanted. 


EXCHANGE OF CARDS: Annual card service subscribers may 
exchange any cards received for others of the current month, 
whose texts better cover their merchandising program. 


PRICE TICKETS: Blank tickets, matching the current month’s 
cards, supplied free. Neat tickets with prices as wanted, but 
not harmonizing with the show cards, supplied free, if pre- 
ferred to blanks; harmonizing tickets with prices as wanted, 
to assure well blended trim, are 35¢ per fifty, additional. 


HOLDERS 


Oval base — bur- 
nished gold— 


three color trim. 


These modernistic 
holders take any 
size card. They 
harmonize with 
the finest of win- 
dow display fix- 
tures. 
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MPS Rae te TE NaN 
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Merchants Service Dept. 


BOOT AND SHOE RECORDER 
209 So. State St., Chicago, Il. 


Select the Service You Wish— 


Mail Coupon—See Sales Jump! 


SERVICE NO. 1—$5.00 monthly: 
12 display cards ... 6 holders... 
100 blank harmonizing price tickets 


SERVICE NO. 2—$4.00 monthly: 
8 display cards . .. 4 holders... 
100 blank harmonizing price tickets 


SERVICE NO. 3—$3.00 monthly: 
6 display cards . . . 2 holders... 
50 blank harmonizing price tickets 


SERVICE NO. 4—$2.25 monthly: 
4 display cards ... 2 holders... 
50 blank harmonizing price tickets 


BOOT AND SHOE RECORDER 
209 So. State St., Chicago, III. 


Please enter our order for the Recorder “Selling 
Message,” beginning with July, for card service 
» for one year, consisting of 
holders (with the first month’s service), 

blank tickets each month—OR— 
IMPRINTED tickets at 35¢ per fifty, additional, for 
which we will pay $ per year, payable $ 
per month, For cash in advance, full year’s service, 
5% discount. Checks from foreign subscribers must 
be drawn on United States banks, or include exchange. 
(If for any unforeseen reason we wish to discontinue 
service before expiration of order, we agree to pay 
$1.00 per month additional for each month’s service 
delivered, and agree to return the card holders.) 


We sell MEN’S, WOMEN’S, CHILDREN’S SHOES, and 


WOMEN’S HOSIERY. (Cross out lines not carried.) 
We wish IMPRINTED TICKETS @ 35¢ per fifty: 





When writing advertisers please mention Boot and Shoe Recorder 
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CLAWIFIED ann WA 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 
a 
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SALESMEN WANTED POSITION WANTED POSITION WANTED 














SALESMEN wanted in every state to sell to 


i shoe stores Ry gree line of — 
an ressings to retail for ten cents. ress 
D-771, care Boot & Shoe — 239 West I WANT A HARD JOB 


39th Street, New York, N 










I made good on every job to which I was assigned. I was the ee -man” to 
take over the dead spots—-and bring them back to life. Every conceivable experi- 
ence that can come to one associated with a nationally known organization, retail- 
ing men’s and women’s shoes, has been my good fortune. 





ALESMAN—Large New York wholesaler of 
popular priced women’s novelty shoes has 










open, established mid-western territory compris- 

ing Ohio, Michigan and Northern Kentucky. I came up from the ranks. Managing shops in many locations. Buying, Selling, 
Me he at ence, by eapertenes, lines pre- Merchandising and Advertising. 

viously sold, an references, reter one now 

living in territory with own following. Be sure ana ability to create a fighting spirit in men for the good of the whole 






to give all details in first letter. Address D-788. 


care Boot & Shoe Recorder, 239 West 39th I have developed men for greater achievement. 
































Street, New York, N. Y. I inspire confidence in a working force. 
- I have been Leading—not Driving men. 
ANTED:—Salesman to thoroughly cover 
Texas and Oklahoma with our eSouglers” _ I have the ability to make men like their Jobs—and plan and work accordingly. 
line of Slippers and “Outingstiles” sandals on I work with men—not for men—and men have found it advantageous to work 
strictly commission basis = no a 1 ne with me. 
Prefer resident of central Texas. No objection I know Shoes—I know Feet—I have developed friendshi 
‘ E : Sree ps among those who want 
sO ile Slip bd oo eae 2 ty Dolge- their shoes fitted—not merely sold, and an invaluable acquaintanceship among the 
ville Slipper LO., inc., Molgeville, N. %. — profession who believe in my ideas and principles. 
ALESMAN for a General Line of Shoes. to I am not a “Yes” man to everything that the man Higher-Up proposes—because 
Work Louisville, Kentucky, on straight com- I believe that even a Boss can be wrong at times. 
mission basis. Reference and qualifications nec- I am “getting through” shortly—through no fault of my own—and I am 
essary. Address D-787, care Boot & Shoe Re- anxious to become associated with an organization that is Going Places—and it 
corder, 239 West 39th Street, New York, N. Y. must be going Forward. 
The Boot & Shoe Recorder will, I feel sure, be glad to a og 3 me. Write to 
SHOE salesmen to handle a line of new spe- M. E., care of Boot & Shoe Recorder, 239 W. 39th St., New York, 
cialty suede shoe brush as side line, excellent 











and fast selling fall item, carry samples in 
your pocket; commission basis; state references 












































































































and territory in first letter. Address D-780, care XPERIENCED Woman Shoe Buyer in Chil- 
Boot & Shoe Recorder, 259 West 39th Street, POSITION WANTED E dren and Junior shoes wishes to make con. 
New York, N. Y. nection with live wire department. 10 years’ 
= .ESMEN wanted to handle compe — of Capable Sales or Advertising aio as hy Og hy £ Shoe’ Re 
men eer Pinay hg Ey Mt, following Manager for Shoe Manufacturer corder, 239 West 39th ‘Street, New York, N. Y. 
referred. Submit full details. aw 4 territories . P 

sen. Address D-781, care Boot & Shoe Re Age 31, single, college and business 
corder, 239 West 39th Street, New York, N. school training, with full 12 years’ ex- FOR SALE 

ANUFACTURER of sh ‘aan perience in shoe manufacturing indus- 

of sheepwoo ; 

M wants salesman covering Jobbers, Chain and try. Has had charge of accounting ; 
Department stores to carry line as sideline on dept., stock shoe dept., advertising, as- OR SALE: Established shoe store. Busy 
commission basis. Address D-782, care Boot & sistant to sales manager, and has de- Heide — 37-16 82nd St., Jackson 
oe a. aaa 239 West 39th Street, New signed men’s shoes. More interested . 

. in future than the present salary. Ex- 

cellent references furnished. BECK HAZZARD MAINE STORES 
UYER WANTED Address D-785, Care FOR SALE 
B R BOOT & SHOE RECORDER Fi i din 00 
239 West 39th St., New York, N. Y. ve well-cenned: ies een SS 

AGRouP of department stores desires shoe — i Fe ben ae, eg A 

buying representation in the Boston market. ton. 4 ie . .s erville nd by aed a 
Only those coming from established offices will WANTED: Position as shipping clerk. Had 12 Will Sail > company ean ang: 
be considered. State present representation, years’ experience in jobbing house. Willing se ith re eon or = v ronan 
achievement, bank and other references. Ad- to go anywhere. Best references. Address ee ee age 
dress D-786, care Boot & nee —_— 239 a ar root Se cree 239 West Corporation, 326 Lafayette St.. N.Y. 















West 39th Street, New York, 








CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
Minimum charge 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge 
$1.25. When a box number is desired twelve words should be added for the address. In all other cases each 


word of the address should be counted. 

The rate for all displayed classified advertisements is $5.00 an inch with a maximum of 45 words. 

Classified advertising is payable in advance. 

& Advertisements for this page must be in our New York office on Friday of the week preceding publication. @ 






















When writing advertisers please mention Boot and Shoe Recorder 
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LINE WANTED 





OPULAR priced women’s novelties or men’s 
dress shoes to retail at $4.00 or $5.00 for 
Louisiana and Mississippi. Best of references. 
Eleven years of shoe experience. S. S. Thibo- 
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MANUFACTURERS SUPPLIES 
ON THE BOARDWALK ATLANTIC CITY 
RABBIT SKINS 


White and Colors Enjoy a glorious Seashore vacation at the CHELSEA— 
For Slipper Manufacturers. one of Atlantic City's finest Boardwalk Hotels. Rest, 


Stock on hand for immediate delivery. : : i 
Prices and pet — relax or play, as you wish. Golf, Tennis, Beach Riding. 


ae te — hog Solarium. Beautiful green Lawns. Wide, shady Porches 


























facing ocean. 








WANTED TO PURCHASE SUPERB CUISINE. OLD ENGLISH GRILL AND BAR. 
MUSIC BY PHILHARMONIC ARTISTS. 








= 


POSTER @ DEUTSCH ; 
436 Grand St., New Yerk City Reduced rates. American 


Phone Dry Dock 4-0352 European plan from $3.50. Write for Booket. 
—BUY FOR CASH— 


y 6 
entire or surplus stocks of et eee 
WW 


SHOES—DEPT. STORES _— 
Leases assumed Transactions confidential Pome, = 


plan from $6, 
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WE BUY es “od 
Entire or Surplus Wholesale and Retail es 1 erie 
Stocks. randed Shoes such as , § ew ed) ‘ 
Walk-Over, Florsheim, Enna-Jettick, Vital- 2 - J = are igh # 7) a 4414 
ity, Arch Preserver, Queen Quality, 


tonians, Ete. 
IRVIN RUBIN 
“The House of Jobs” 
89 Reade St. Cor. Church 
Phone Barclay 7-7887 New York City 
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i S t L Ou 1 G its Convenient to the Shoe District 
Buyers of Surplus Stocks 
hh stage roth ng Al Hotel The NEW 
from manufacturers, jobbers er retailers. 
QUANTITY NO OBJECT 
KIRSCH - BLACHER CO., Inc. il} TOURAINE 
106 coe D eRe B.. York 4 a ee CHAALE Corner Tremont at Boylston St. 























% Newly improved and 
refurnished. 








BUSINESS OPPORTUNITY 





% Now restored among 


YOU CAN HAVE A BUSINESS PRO- 4 
FESSION OF YOUR OWN and earn big : ‘ Boston’s leading hotels. 
— in garetee cone. 4 new — of . , 

oot correction: readily learne y any with bath 

one at home in a few weeks. Easy terms SINGLE 00 
for training; openings everywhere with ies $3. 

all the trade you can attend to. No capi- 


tal : 
required or goods to buy; no agency ee DOUBLE — $4.50 





or soliciting. Established 1894. Address 
Stephenson Laboratory, 21 Back Bay, 
Boston, Mass. 








* New Summer Restaurant. 
Popular Priced Family Store gg : aa yg Pose 


WASHINGTON, D. C.—A new modern Choice Sample Rooms. 
- has just been opened on the 
northwest corner of Seventh and Flor- 2 
ida Ave. It is known as the Holly- “aa “laa 
wood Shoe Store and features popular 
styled shoes for the family. Samuel P. 
Cohen is the proprietor. For several 
years he was with Wm. Hahn & Co. 
as apse Excellent window displays ; U c a 
mark the store. A hosiery department ie CTON NION CITY, N. ¢.—Unaries Levy nas 
under the supervision mI Mics Edna ¢ ? 50 / opened the Hudson Shoe Shop, retail, 
May Collins is proving most successful. =. AP at 842 Bergenline avenue. 
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To 
Our Advertisers In This Issue 





Next Week 


ND still they come. Scores of 
outstanding leaders of the in- 
dustry are writing letters to BOOT 
AND SHOE RECORDER expressing 
their views on the plan for a nation- 
wide Fall shoe opening August 15. 
The great majority of these writers 
enthusiastically endorse the RECORD- 
ER'S project, whose purpose is to seil 
more pairs at a profit. Read what 
these shoe men say in next week's 
RECORDER. 

Every merchant knows the impor- 
tant part location plays i in the success 
of a business. If you're thinking of 
opening a new store, the first thing 
to do is to find the best spot in your 
town. That's what a downtown, New 
York, shoe man decided to do, and 
that's why he picked Radio City. It's 
another of the interesting stories in 
next week's issue. 


Published by BOOT anp SHOE 
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QUAKER CITY 
No. 24 


Is the original 
Marrona en- 
dorsed by the 
Textile Color 
Card  Associa- 
tion. 


QUAKER CITY 
No. 24 


Is selling in 
volume, in all 
grades, for use 
in varied types 
of shoes. 





REGISTERED 


QUAKER CITY 
No. 24 


Has the even color, 
the firm texture, 
characteristic of 
Quaker City Kid. 


QUAKER CITY DIVISION 
ALLIED KID COMPANY 
519 West Huntingdon Street, - - Philadelphia, Pa. 
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fr 
MORNING 


AFTERNOON 


This popular type 
of shoe construction 
is found in a wide 


range of smart styles 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
When writing advertisers please mention Boot and Shoe Recorder 
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THE 


ABARDINE 


woven especially for 
Footwear 


by EINSTEIN 


The most important factor in 
the successful manufacture and 
merchandising of fabric shoes is 
the incorporation of fabrics 
made especially for footwear 
use. Not every fabric is suitable 
for shoes. Special yarns, special 
weaving, special processing are 
essential for satisfactory results. 
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Mk 


Bp 
£ 
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J. Einstein Gabardine is the 
only Gabardine on the market 
which is manufactured exclu- 
sively for shoes. From June, 
1933, to March 15, 1934, lead- 
ing manufacturers have made 
more than 23,000 pairs of shoes 
from J. Einstein Gabardine with- 
out a single complaint as to 
durability or quality. There's a 
record that guarantees your 
satisfaction, too. 


Specify J. Einstein Gabardine 
and don't accept substitutes. 
Prompt delivery assured. 


J-EINSTEIN-INC- ONE PARK AVENUE: NEW YORK | 
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Paul H. Berwald, President . . 

Senack Shoe Company, operat: 
ing twenty-eight departments 
selling Compo shoes in all grades. 


MA CH IN ER Y 





When writing advertisers please mention Boot and Shoe Recorder 
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‘PROVES ITSELF IN THE SENACK snot COMPANY STORES 


When Compo shoes were first introduced I was operating eight stores in 
Texas and Oklahoma. Compo shoes had never been sold in this territory before, and 


our first orders were in the nature of a trial. 


The first favorable reports came from our salesmen on-the-floor, who noticed 
that Compo shoes were superior to our other shoes in fitting quality. Our customers 
liked them, too, and told us how Compo shoes held their shape better than any other 
shoes they had bought from us. So the trial was a success and we recommended this 


new and unproved construction to all of our manufacturers. 


“Today our Senack Shoe Company operates twenty-eight departments in 
various specialty stores throughout the middle west. Compo shoes have been a great 
success in every one. We buy them continuously in practically all the grades we sell 
— of standard innersole construction and single-sole Compo shoes made by the Sbicca 
Method. As a result of my experience during many years in the retailing of shoes of 
all kinds, it is my opinion that the ideal method of shoe construction is employed in making 


sane Compo shoes. 
ents he | 
aces. auf iy. Cbrrurrte 


RYFTH AT MA K E § THE BETTER SHOE § 


~. Gme( 
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Get more of both 


in shoes with 


When writing advertisers please mention Boot and Shoe Recorder 
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C| the new rubber heel by Goodrich 








Now, for the first time, heels become a 
sales help in the retailing of shoes in any 
price class. Vogue, the new rubber heel by 
Goodrich, offers so much more walking 
_ comfort and heel life that your sales people 
will welcome these new talking points— 
» and your customers will welcome the result. 


' The new Vogue has a wood core instead 


| of washers. Nails are driven in until the 


| heads reach this wood core, and so every 
» nail binds the entire heel to the shoe itself. 
| There is no play or wrenching between 
' nails as there is in the old-fashioned heel. 
_ The result is far greater foot comfort. 


But even more important—there is more 
rubber between wearing edge and wood 


core than between wearing edge and | 


' washer in any washer heel. More rubber to 
spring and cushion shocks. More comfort. 
More useful life to the heel. Here is the first 
type of heel ever to take advantage of the 
full comjort advantages of rubber. Because 
each nail grips the entire heel, there is a 
permanenily tight heel seat, and this neat 
appearance lasts—no Vogue heel ever 
comes loose or is kicked off. 





647, 





3 Rubber Heel 








VOGU T 


\ 


Wh iw) 
if 
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| 
Woe 


Heels have been the first part of a shoe to 
wear out—and a wom heel is the worst 
possible salesman for another pair of the 
same make of shoes. But Vogue Heels 
keep their smart appearance and walking 
comfort—they make the shoes easier to sell 
and they keep the customer sold on your 
brand. When it's time for another pair of 
shoes he'll come back for more of this new 
comfort and new value. 


Every shoe can afford Vogue Heels. Every 
one of your customers deserves the comfort 
and value they offer. Ask to see Vogue 
Heels and be the first to offer them. The 
B. F. Goodrich Rubber Company, Heel and 
Sole Sales Division, Akron, Ohio. 


Sto 
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DAILY gy SALES 


~ 
SIX REASONS “=~ 
POR PEATY 


aa 


WP ME WOM TO LET 
we" 408 SHOWS 7 
THIS PAPER 





It’s worth having! 


It’s chock full of ideas, suggestions, comments 
and plans that you can use to your own advantage. 
Ideas that will help you bring customers into your 
store for every shoe you stock, other leathers as 


well as kangaroo! 


It’s the “Daily Sales,” prepared at our order to 
And in addition to 
everything just mentioned, the “‘Daily Sales” ex- 
plains how you can obtain free mats of advertise- 
ments prepared for retail shoe dealers by a profes- 


help you do good business. 


sional advertising agency. This amounts to ob- 


taining attention getting illustrations, and inter- 


STEPRIGHT UP! 


and if you can't step up write us for 


YOUR FREE COPY 


esting and convincingly written sales copy FREE 
for the advertisements you run in your local news- 


paper. 


Write us for your copy. Address your letter to 
the Kangaroo Association, 9th & Westmoreland 
Streets, Philadelphia, Pennsylvania. Just ask us to 
send you the “Daily Sales.” Sponsored by the 
Surpass Leather Company, the Richard Young 
Company and the Ziegel-Eiseman Company, tav- 
ners of genuine Kangaroo. 


Aetetsilida KANGAROO tanned in AMERICA 
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